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These are the meters you need if you are 
going to install equipment that will measure 
accurately, with a minimum maintenance, for 
years to come. In doingso, you build up your 
greatest asset — better public relations. 


No one type of domestic meter is suitable 
for all conditions. That's why EMCO de- 
veloped a complete line—Iron, Curb, Tin —- 
embodying exclusive EMCO features. 
On new services install new meters — 


Buy EMCOs. 


If you want positive shut- 
off, quick easy opening and 
closing Meter cocks—specify 
and install only lubricated 


NORDSTROMS. 


\ 
PITTSBURGH EQUITABLE METER CoO. 


MERCO NORDSTROM VALVE CoO. 
MAIN OFFICES PITTSBURGH, PA 


KANSAS CITY PHILADELPHIA TULSA 
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Above is shown a cast iron pipe in- 
stalled 100 years ago in Boston’s gas 
distribution system, and still in service. 
To add to cast iron pipe’s long life 
would be superfluous so we have added 
to its efficiency by developing and per- 
fecting a bottle-tight joint. 
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use with cast iron pipe, as developed 
by C. I. P. R. A. members, are bottle- 
tight under all working pressures; 
proved so in field-performance and by 
tests in the laboratory of the A. G. A. 
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Make the Repair QUICKLY! PERMANENTLY! 
—with DRESSER SPLIT SLEEVES 


Fi oat 


TOP — Dresser Cast Split 
Sleeve, Style 57. Sizes 2” 
to 12” inclusive. For pack- 
ing off a section of cast- 
iron pipe 8” long. 


CENTER=Multiple instal- 
lations of Style S7 can 
be adapted for almost any 
length of break. 


BOTTOM =— Don't forget 
Dresser Cast Split Sleeves, 
Style 26 (sizes 3” to 24” 
inclusive) for enclosing 
broken bells. 


Above is a picture of a water line, deliber- 
ately chosen to illustrate visually what fre- 
quently happens to a gas line. No need to 
let such a break cripple or interrupt your 
service. Ordinary workmen can make the 
repair easily, positively, and permanently— 
in a very few minutes! Just give them a 
Dresser Split Sleeve to enclose the break, 
and a wrench to tighten the bolts. 

The Dresser rubber pack makes an in- 
stantly effective and lasting seal; it also 
provides the continuous flexibility needed 
at the point where the pipe failed. Put the 
Sleeve on and leave it on—for good! 

You can avoid unnecessary service in- 
terruptions this winter—and the high cost 
of makeshift repairs—by using the Dresser 
method of repairing broken pipe and bells. 
Style 57 repairs cast-iron pipe; and Style 73 
is for steel pipe. Write for Folder No. 57. 


S$. R. DRESSER MANUFACTURING CO. - BRADFORD, PA. 


In Canada: Dresser Mig. Company, Ltd., 32 Front St., W., Toronto, Ont. 


KEEP A DRESSER SLEEVE ON HAND FOR QUICK REPAIRS 
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a ; Reproduction of the micrograph 

Pu Bi einres above shows the interlocking «f the 
flakes of the internal reinforcement 
used by Barrett. By laminating 
with the waterproofing agent, they 
give Barrett Pipe Line Enamels un- 
usual toughness and resistance ito 
soil stresses. 


For pipe of large diameter, The 
Barrett Company will furnish equip- 
ment required to revolve pipe and 
spread enamel. 


Courtesy United Gas System. 


engineers corrosion problem 


Solving the pipe line 


FIELD SERVICE Whatever the type of pipe . . . whether it is a new line or an old one 
Carefully trained Barrett field men will that needs reconditioning . . . engineers may specify Barrett Pipe Line 
gladly work with you, combining their spe- Wy. d 
cial knowledge and experience with your Enamels with complete assurance of maximum protection and lowest 
familiarity with conditions along the right ‘ ‘ . ; 
of way. possible cost. Barrett’s large-volume production of coal-tar pitch for all 
THE TECHNICAL SERVICE industries plus its unmatched 82 years of waterproofing experience in- 

T ~ e . . . 
BUREAU of The Barrett Company sure uniformly satisfactory results—long lasting protection that effec- 
invites your consultation with its heal 1 a : : : in 
technically trained staff, without tively solves corrosion problems along any right of way. Wire or write 
cost or obligation. Address The for complete information. 
Technical Service Bureau, The Bar- 
rett Company, 40 Rector Street, 
THE BARRETT COMPANY, 40 RECTOR STREET, NEW YORK, N. Y. 


New York, N. Y. 
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Rusted to uselessness in less than five years 


COPPER WOULD HAVE LASTED 


MANY TIMES LONGER 


Note that this assembly is completely ruined by rust, save for the brass cock in the white circle at lower left. 


N A SECTION of Texas where the soil is unusually 

corrosive, several hundred rusted-out gas service 
connections were recently replaced with new copper 
tube services. 

The above photograph shows part of one of these 
rusted-out services which lasted only from four to 
four-and-a-half years. Copper would have lasted many 
times longer. In fact, experience has indicated that, 
when used for small mains and services, the rate of 
corrosion on copper is only about one-tenth as rapid 
as on rustable metals. 

The ultimate economy of a copper tube installation 
is clearly revealed by these two facts— 


FIRST: the greater durability of copper substantially 


Anafowpa 


reduces the annual cost for material and mainte- 
nance, compensating in a few years for the slightly 
higher original cost of copper. 


SECOND: the first repair job of any consequence to 
rustable lines costs far more than the original saving. 


The American Brass Company recommends that all 
copper tubes installed underground be connected by 
means of flared tube fittings, or special fittings. If 
solder type fittings be employed, the joints should be 
brazed or welded ratherthan softsoldered. Underground 
lines are frequently subjected to considerable move- 
ment caused by constant shifting of the soil. The me- 
chanical joint secured by the flared tube type of fitting is 
better adapted to such service than soldered connections. 


THE AMERICAN BRASS COMPANY 


General Offices: Waterbury, Connecticut 
Offices and Agencies in Principal Cities 


ANACONDA COPPER & BRASS 
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INSIDE AND OUT 


HE clean, smooth interior 
surface of Nationa. Scale 
Free Pipe is a big aid to gas 
companies who value their rep- 
utation for service and who 
scrutinize their piping costs. 
There is no scale in this pipe 
to come loose and clog small ori- 
fices, your delicate meters or 
otherwise harm your service. 
The scale is removed mechanic- 
ally by a special Scale Free Pro- 
cess, (butt weld sizes %” to 3”). 
Other outstanding advantages 


WESTERN GAS 


_ lines that help you 
give REAL SERVICE 


are full delivery capacity, less 
friction loss, greater strength at 
the weld. Added corrosion re- 
sistance, particularly against pit- 
ting, is given by the Spellerized 
treatment. 

When you order standard pipe 
for service lines, specify Nationa. 
Scale Free Spellerized and be 
sure of the maximum in per- 
formance and economy. Large 
use by shrewd buyers, continued 
formany years, has madeit Amer- 
ica’s Standard Wrought Pipe. 


CHROMATE TREATMENT — ALL NATIONAL Galvanized 


Pipe is given a special chromate treatment to resist discolor- 
ation and the formation of white rust. This patented process 


THE gQ& 


(Bye « 
SCALE FREE PIPE 


“It’s Spellerized” 


preserves that smooth, glistening surface or metallic lustre 
which is characteristic of good galvanizing. 


NATIONAL TUBE COMPANY -- PITTSBURGH, PA. 


Pacific Coast Distributors: Columbia Steel Co., San Francisco 
Export Distributors: United States Steel Products Co., New York City 
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OPEN MINDS 
ON GAS 


By GEO. E. WHITWELL 


Vice-President in Charge of Sales, Philadelphia Electric Company 


of a combination company, has certain advan- 
tages. Among other things it leads me to believe 

that the major problems confronting the gas industry 
today are human as opposed to technological. Human 
problems are ever so much harder to solve because 
they involve emotions, traditions, prejudices, psychol- 
ogy and traits of human nature too numerous to list. 
It seems universally more difficult for human beings 
to cope with a human problem because, being what 
we are, we cannot easily remove ourselves and view 


or. O BE in a position to write with the background 


a given situation with the coldly analytical approach - 


that we make to technological problems. Human rela- 
tionships frequently approach the workings of the 
well-known vicious circle. 

As an industry, we in the gas business must break 
through preconceived ideas and view the present sit- 
uation in its true perspective, even at the expense of 
casting aside some of our pet theories. We should re- 
tain only those things which we know to be applicable 
to the set of human conditions confronting us now. 

It seems to me that too much of our energy in the 
gas business is expended in protecting, sometimes 
against human and economic odds, that which we 
have; and too little in developing to the full those 
fields where gas as a fuel possesses enough inherent 
advantages to occupy a place where competition would 
be hard pressed to excel. Has the industry done the 
best it knows how individually and collectively to cul- 
tivate the markets where gas is supreme so that de- 
creases in costs resulting from increased use will tend 
to intrench it even more firmly in all fields of applica- 
tion? 

Years ago the industry faced a major problem in 
competing with the electric light, one of the construc- 
tive results of which is that today no one will deny 
that stubborn fighting against social, human and eco- 
nomic progress results only in damage to all parties. 
I do not mean that an aggressive policy is to be dis- 
couraged, but fighting to retain that which obstructs 
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true human progress is a waste of time. The gas in- 
dustry learned this to its great advantage when out of 
the loss of its lighting load came the immensely valu- 
able cooking, water-heating, and refrigeration busi- 
ness which it enjoys today. 

In the field of industry, I do not need to point out 
the almost limitless applications of gas as a clean, 
safe, convenient and uniform fuel capable of exact 
regulation. Similarly, the application of gas to solve 
the domestic house-heating problem offers a field 
wherein many potential customers of average means, 
who think they cannot afford this service, have not 
been sold. Other fuels attempting to offer comparable 
advantages have not neglected these individuals and 
have steadily and persistently held out inducements 
to persuade them to increase their heating budgets 
to obtain modern automatic equipment. 

From the gas utility standpoint these two fields 
offer much hope. And they always have. Yet the gas 
industry remains with, in general, much and, in in- 
stances, most of its dependence for future growth 
and security placed in domestic cooking and water- 
heating. 

Let us take stock and review our business and our 
potentialities from the viewpoint of the 1936 thinking 
of the human beings who are our customers. Let us 
protect ourselves from such business losses as that 
thinking may tend to bring—but not stubbornly or 
unintelligently. And let us really go after the great 
unsold markets. 
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“ .... it represents our base point of refer- 
ence in considering meter performance. The meter stands as sole arbiter of the customer’s and 
company’s interests. Accurate equipment imposes a fair charge on the customer and yields a 
corresponding revenue to the company. In the event.of a dispute, correct meter registration is a 
most effective agent in the hands of the company. The meter continuously resides on the cus- 


tomer’s premises, and monthly it touches his pocketbook. In the fullest sense it is the outpost 


From “Factors and Trends in Meter Maintenance”, a paper presented before 


of public relations.” 
the A. G. A. Distribution Conference at Cleveland, Ohio, May 2-4, 1935. 


AMERICAN METER COMPANY 


INCORPORATED 
Measurement and control of Gas, Oil, Steam, Air and Liquids 


_ GENERAL OFFICES: 60 EAST 42nd STREET, NEW YORK, N.Y. 
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WESTERN 
GAS 


“Reg. U. S: Pat. Off.” 


LOS ANGELES—810 South Spring Street . . 


1064 Peoples Gas Building—CHICAGO 


Our Primary Domestic Market 


NFORMATION from the series of consumer studies being 

conducted by the Department of Commerce drives home the 
point that the gas industry’s primary market is the buyer of 
modest income. In a typical community recently surveyed, 
something more than 86 per cent of the reporting families had 
incomes of less than $2,000. These families constituted 82 per 
cent of the users of central heating equipment; 85 per cent of the 
users of gas for cooking; more than half of the users of mechan- 
ical refrigerators. 

These are the buyers at which our domestic sales campaigns 
should be slanted. And with today’s financing services they can 
be sold quality appliances. 


Headway on Water Heating Campaign 


NROLLMENTS in the first national automatic gas water 

heater sales campaign are pouring into contest headquarters 
at a gratifying rate. By late February 300 gas companies and 
900 plumber-dealers were listed among participants, according 
to C. W. Berghorn, executive secretary of the Association of 
Gas Appliance and Equipment Manufacturers. A group of 21 
members of the A.G.A.E.M. water heater division, sponsors for 
the contest, have raised $100,000 to underwrite this long-needed 
campaign, which is centering attention upon one of the industry’s 
best load-builders. Water heating has gone modern, along with 
ranges and other domestic appliances. It deserves its share of 
sales effort, and will more than pay its way. 


What Effects from T.V.A. Decision? 


OW far-reaching is the U. S. Supreme Court’s decision in 
the T.V.A. case? Answers to this question vary as widely 
as the viewpoints of those submitting them. 

Those in sympathy with the government’s power aspirations 
are hailing the ruling in the Alabama Power Co. case as giving 
fundamental approval, at least by implication, to the whole 
socialized power program. Proposals for further federal excur- 
sions into the power distribution field may be expected to follow 
thick and fast. In fact, close on the heels of the decision came 
a recommendation from the National Resources Committee for a 
regional power development of vast proportions in the Columbia 
River Valley. Those urging a regimented development of the 
Mississippi River Valley along T.V.A. lines also took immediate 
encouragement from the decision. T.V.A., naturally, is now 
rushing its plans for supplying electricity to the additional com- 
munities which have voted to acquire local distribution systems 
and to use government power. 

Meanwhile preferred stockholders of the Alabama Power Co., 
who brought the original action, late last month petitioned the 
Supreme Court to reconsider its decision sanctioning T.V.A.’s 
disposal of power from Wilson Dam. Many commentators hold 
that effect of the decision is confined to disposal of power from 
this one dam, through the specific contract dealt with in the 


proceeding. 


If the decision is to be interpreted as applying fundamentally 
to disposal of surplus power, not only from Wilson Dam but 
also from every other dam which might be built by the govern- 
ment to “improve navigation,” there is good reason to expect 
the present administration to push its power program ahead on 
every front. In that event the utilities’ chief hope lies in the 
nation’s ballot box. 

It is regrettable that the decision could not have been laid 
down along broader lines, basically determining constitutionality 
of government power objectives in the Tennessee Valley and 
elsewhere. Underlying objectives of the power program were 
carefully excluded from the government’s case, it is to be noted. 
Although the T.V.A. enterprise: from the first has been pro- 
claimed throughout the land as an inspired social betterment 
undertaking, the government chose to rest its case upon technical 
grounds—the constitutional right to improve navigable streams. 

There are some grounds for hoping that the T.V.A. project 
may vet come before the court in a form which will lead to a 
definite answer on whether the government may create unlimited 
“surplus” power and sell it in competition with private industry. 

A check-up of editorial opinion on the decision, made last 
month by the United States News, indicates that more than half 
of the newspapers commenting on the case believe it left major 
questions unsettled as regards government competition with pri- 
vate business. 

No matter what may be the eventual status of government 
power activities, gas companies have one plain course to follow 
—sell gas by every modern means; clinch existing customers by 
replacing inferior or obsolete appliances; get domestic rates in 
line and build up the use of our product in every home. 


x * 
NEXT MONTH 


Chain Store Taxes and Utility 
Appliance Sales Operations 


In a few sections gas companies already have felt the 
effect of state chain store taxes; some merchandising activ- 
ities have been discontinued as a result. How will utili- 
ties be affected if chain store tax measures are enacted in 
other states? An article arranged for April outlines some 
of the issues in this chain store tax matter. 


Successful Load-Building Through 
the Distribution Department 


In this feature is reviewed a four-month load-building 
and load-retaining effort which involved active work of 
250 distribution department employees. Real results were 
secured, and the article gives the formula. 


Corrosion Due to Dissimilar Metals 
in Distribution Systems 
This subject is of growing interest in view of the trend 


toward use of copper in gas distribution systems. A cur- 
rent investigation will be reported next month. 
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contest developed by 


Leverette, commercial manager of the 


ST month Western Gas published 
brief comment on a _ cooking 


Wm. E. 


Nashville Gas and Heating Co. This _licity 


“Breakfast in 6 Minutes” 
out of the ordinary, 
lated to establish the speed of gas as a 
that we have persuaded 
Leverette to give us a more com- 


cooking fuel, 


Mr. 


Watch 
TOMORROW 


For News of « Spectacular 


$500 Prize Contest ter 


Women Only 
Nashville Gas & Heating Co. 


‘3900 


IN PRIZES! 


TO FIND 
Fastest ( ook 


the. Jum 


WATCH FOR OUR 
ANNOUNCEMENT 


Nashville Gas & Heating Co. 


idea is so tar 
and so well calcu- 


wrapped 
Minutes’ 

The idea and theme for this contest 
came into being about as follows (we 
imagine the scene was laid in Nashville, 


plete picture of his contest. 
of advertising which went along with 
the event, published below, make it plain 
that there is a world of potential pub- 
for gas—and all of it good— 
in the “Breakfast 


up 
plan. 


BREAKFAST IN 6 MINUTES! 


Illustrations 


Copan vay 


TUNE IN WLAC 


3 P. M. THURSDAY 


for the final matches in the 
$500 BREAKFAST 
COOKING CONTEST 


The Championship Contest Between Nashville. 


Knox 


ville and Chattancoga Women W;!! Be Broad- 


cast Friday Afternoon at 3 P. M. Over WLAC 


a 


RECORD TIME FOR COMPLETED BREAKFAST TO DATE 


iS HELD BY 
Mrs. A. B. Wirt 
1517 Paris Ave 
and 
Mrs. H. T. Kesterson 
2221 10th Ave.. So. 


TIME 4 MINUTES, 12 SECONDS 


*S00:PRIZES 


TRI- ciTies eS FASTEST COOK 


Grand Prize 


$125 GAS 
RANGES 


First—$125 Modern Cas 
Second—$50 Modern Cas 


Runner-Up Prizes to the next 
3 tastest cooks and 

A Final Entrant te compete 

fer the $100.00 Cash Award 


tach 


NASHVILLE'S en wo 
OWN PRIZES ARE: eo wort peg 


You Can Cook a Complete 
Breakfast in 6 Minutes 


or Less ? 


$125MODERN F YOU are a good cook . . . a fast cook here is the chance 

GAS RANGE l.. a lifetime to capitalize on it. Three Tennessee Gas 

Companies are offering $500.00 in prizes to the women 

. who prepare complete breakfasts in the shortest time. Tests 

will be held at the Gas Company display rooms beginning Thurs 

Second and day mc ng at nine o'clock and will continue unti contestants 

° . have a oe Qualifying will be held in private test rooms in 
Third Prizes safe peering es 


THE RULES 


~ The Contests Will Be Conducted At The 

vee Nashville Gas & Heating Co. 
223 SIXTH AVENUE NORTH 

THURSDAY —Beginning at 9:00 P. M. 


Judges Appointed by Parent-Teachers Asseciation 


NASHVILLE 


a iaeeenanmemmnae 


AND HEATING 
COMPANY 


bMS TORIES VI SE} ON SIXTH AVENUE 


a) 
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IN YESTERDAY'S 


$500 CONTEST 


TO FIND 


The Tri-Cities’ Fastest Cook 


break fast 
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he Cooked «a Complete Breakjast in 
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Considering the fact that this is the first 
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ladies, we think they performed excellently 
All winners wil! go into regular matches 
Tuesday. A few more entrants wi!! be ac- 
cepted for Monday s qualification 


We take ths opport ty to €apress Our ap 
preciation to 4. ent A hers) Assuc-at tor 
the:r cooperation im judgeng 


NASHVILLE GAS 


& HEATING C 
E G CO. 


N SIXTH AVENU Equal 


in the home of Mr. Leverette, though 
his modesty leaves us in doubt on this 
point ) : 

Coming down to breakfast rather 
late on a_ certain 
morning, one of the 
originators of this 
plan‘asked his 
colored cook how 
long it would take 
her to fix breakfast, 
and told her that he 
didn’t have much 
time to spare. The 
answer was “ Bout 
6 minutes.’ He 
promised her a pres- 
ent if the breakfast 
was on the table in Heating Co. 
10 minutes, and got 
out his watch to time her. Just 6 
minutes and 35 seconds later the break- 
fast was ready to serve. 


WM. E. LEVERETTE 


Commercial Manager, 
Nashville Gas and 


Out of this incident came “Break- 
fast in 6 Minutes” as a contest slogan. 
It had much to commend it. First, the 
interval was a good one; 6 minutes is 
definite, where 5 minutes can mean 
anything up to half an hour. Second, 
applying 6 minutes to breakfast cooking 
was something concrete; gasmen have 
been talking speed for their product 
this long time, but have not applied it 
to a particular function. Jhird, break- 
fast in most homes is a hurried meal; 
it was reasonable to expect that house- 
wives would associate the slogan with 
their own daily performance of the 
breakfast duties. Fourth, gas is the one 
fuel that can cook this meal in the 
allotted 6 minutes, from a perfectly cold 
Start. 


The next step was to test the idea. 
Nashville Gas and Heating Co. used 
several different ranges, all current 
models, on which to cook a standard 
breakfast under controlled conditions. 
There were a number of gas ranges 
with modern burners and control fea- 
tures. There were electric ranges of 
latest type, equipped with the so-called 
high speed units. There were kerosene 
stoves of the better grades, as well as 
coal and wood stoves of latest make. 


Selected for the standard breakfast 
was an average American meal—bacon, 
eggs, toast, and coffee. There was 
nothing ‘tricky’ about the menu or the 
proportions. ‘The meal consisted of six 
eggs, six pieces of toast, six pieces of 
bacon, and four cups of coffee—enough 
to feed the average American family of 
4.3 people. 


Tennessee Tri-City 
Contest Spotlights 
Gas as Speediest 
Cooking Fuel 


By GEORGE H. FINLEY 
Editor, Western Gas 


The bacon had to be crisp, the eggs 
done, the coffee properly brewed in a 
glass coftee-maker, and the toast pre- 
pared to a definite, pre-determined 
degree of brownness. Water was at 
about 75 degrees, this being average 
room temperature for the Nashville 
climate. It is to be noted here that 
the gas company did not give itself even 
reasonable credit for a large percentage 
of its homes having some form of hot 
water service. 

An experienced home economist made 
all the preliminary tests. In the first 
test on gas the time ranged from 5 
minutes and 35 seconds to 6 minutes 
and 40 seconds. It took approximately 
twice as long for the bacon, eggs, and 
toast, on the electric range as it did on 
the gas, and the coffee very much longer 
where the glass coffee-maker was used. 
While use of an electric percolator will 
speed up the coftee-making time, it is 
well known that 10 minutes is about 
the best speed that can be expected for 
properly percolating coftee by this 
method. ‘The coftee-brewer with the 
electric unit required 12 minutes and 
40 seconds. 

Toast from the gas ovens was notice- 
able for its superior quality. 

Other interesting facts developed 
through these tests. One was that new 
cooking utensils when removed from the 
top of the electric ranges were definitely 
dirty from sticky substances or grease 
effects which had stuck to the electric 
unit. With the more expensive type 


electric elements the amount of cooking 
filth was not nearly so noticeable; these 


i ee 


@ Finalists of Tri-Cities cooking contest at work. Time keepers are seen on stairway, judges 


nearest the contestants, radio announcers by hot water heaters. 


nooga, the winner, is center contestant. 


units, of course run up the cost of elec- 
tric ranges considerably. 

There were no signs of grease, sticky 
substances, or other dirt on the bottom 
ot the vessels that were used over the 
modern type gas range burner. It is also 
worth mention that the company did 
not clean the gas top burners used dur- 
ing the demonstration, as it was desired 
to make a positive showing on the 
cleanliness point. 


Coal and kerosene ranges were even 
slower than the electric, and it was not 
possible to toast bread properly with the 
kerosene range. 


All of the above tests were made in 
local homes, and under actual home con- 
ditions, with every precaution observed 
to make results truly comparative. 


Having demonstrated what gas 
ranges would do in their own territory, 
those in charge of the plan began to 
prepare the contest details. Gas prop- 
erties in Knoxville and Chattanooga 
came into the contest along with Nash- 
ville, and the event was set up as a Tri- 
Cities Breakfast Cooking Contest. 

It was decided that each property 
would give its local contest winner a 


Billboards, as well as 
and 
radio, carried the 
"Breakfast in 6 Min- 


newspapers 


utes'' idea to South- 


ern housewives. 


Mrs. W. B. Martin of Chatta- 


$125 range, and that a $100 cash prize 
would be awarded the “State Cham- 
pion, as selected in the finals of the 
three local contests. Details were virtu- 
ally the same in each of the three towns, 
though selection of the particular range 
to be featured was left to local execu- 
tives. All ranges were set at a definite 


B.t.u. consumption, with necessary 
governors. 
Contest arrangements began about 


December 1. ‘Teaser ads in local papers 
were followed with a large announce- 
ment advertisement, giving rules of the 
contest, etc. As the contest proceeded, 
daily ads were run to stimulate interest, 
giving names of the various entrants 
and their respective cooking times. 
Newspapers ran photographs and news 
stories at trequent intervals. 

The women qualified in groups of five 
or more, the winner in each group being 
eligible to compete in the run-ofts. 
There were 16 of these qualifying en- 
trants, and these participated in regular 
matches, one woman competing against 
another with the winner from each 
match going into the next bracket. The 
winner in the finals of this ‘match 
play” received the $125 range and an 
opportunity to compete in the state 
finals. 

Qualifying time in the local contests 
ranged all the way from 4+ minutes and 
41 seconds to 9 minutes and 12 seconds. 
After the regular matches started and 
the women were more accustomed to 
the ranges the time never exceeded 6 
minutes. 

Parent Teachers Association 
entatives were secured as judges, which 
practically eliminated any possible 

(Continued on Page 24) 
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WESTERN GAS 


‘THE EXPLOROSCOPE” 


for interior inspection of mains 


HIS instrument will satisfy a 
general curiosity to see the in- 


terior of a pipe line while the line 
is in operating service. The instrument 
has sufficient utility to enable the opera- 
tor to secure a photograph of consider- 
able area of the exposed interior. As a 
new tool for the 
gas man, it has 
novelty and _ utility 
with simplicity in 
application. 

This instrument 
was conceived and 
created in the course 
of a fact-finding 
study of the phe- 
nomenon of dust, its 
cause, effect and 
elimination. The 
two engineers en- 
gaged in the problem of dust recognized 
the desirability for a means to observe 
the pipe interior, so they proceeded to 
design and construct the “Exploroscope.”’ 
If any value comes to others through use 
of the device, then their appreciation and 
blessings may be bestowed upon T. G. 
Wallace and R. G. Holman of the Los 
Angeles Gas and Electric Corp. research 
engineering staff who designed and built 
the apparatus here described. 

The essential features of the instru- 
ment are that it can be inserted into a 
gas main under pressure by means of a 
gate valve and packing gland; it pro- 
vides its own source of illumination 
within the pipe interior; it permits ocu- 
lar inspection of the inside pipe walls 
entirely around the periphery of the 
pipe; permits photographs in more detail 
than is disclosed to the eye, and by 
longer exposures a photograph can be 
taken of interior sections that are actually 
too far from the instrument to be seen 
with the eye. 

The accompanying illustrations show 
the instrument and some of the results 
obtained with interior photography. The 
Exploroscope is now only in its develop- 
ment stage. By use and experiments its 
scope will develop. A description of the 
instrument now in use may be of value 
to others who are interested in exploring 
the interior of gas pipes while they re- 
main in service. 

The Exploroscope proper consists of 


W. M. HENDERSON 


three optical units: the standard inter- 
changeable microscope eyepiece (1), the 
inverting lens (2), and the objective 
lens (3), each being a combination of 
two achromatic lenses. ‘The eyepiece 
slips into its barrel mounting (4), which 
screws into brass sleeve (5) forming a 
telescoping unit for focusing. 


The lock screw (6) bears against a 
tongue or fiber tube (7). By releasing 
the lock, the eyepiece and its mounting 
can telescope, thus changing the distance 
between the eyepiece and the inverting 
lens for focusing. 


FIG. 1. General view. Note lamp globe 
at bottom. 


The fiber tube (7) is pinned to 
knurled adjusting nut (8). The invert- 
ing lens (2) in its brass mounting (9) 
screws on to the fiber tube (7). 

Fiber tube (10) through brass bush- 
ing (11), screws into brass lens mount- 
ing (9). 

Objective lens (3) in brass cap (12) 
screws on to brass mounting (13) which 
screws to fiber tube (10). A small 
threaded brass bushing (14) is pinned 
to fiber tube (10). 

When knurled nut (8) is turned, 
fiber tube (7), inverting lens (2), and 


its mounting (9), fiber tube (10), the 
objective lens (3), and its mounting 
(13) all screw as a complete unit along 
threads on bushing (14) and brass tube 
(15). These threads hold the entire 


unit against the force of pressure. 


The bottom of the fiber tube (10) 
bears a rack (16) and its extension. It 
slides through its guide sleeve (17) as 
the fiber tube moves longitudinally due 
to the rotation of the knurled nut (8). 
The movement of the rack (16) causes 
a rotation around bearing (18) of gear 
(19) to which is fastened the lamp and 
its socket, by means of the hanger (20). 
‘There are two such hangers and bear- 
ings, and the prism is mounted between 
them. Light enters the prism through 
the outer small face, is reflected in- 
ternally at the hypotenuse, through 
the upper face into the objective lens. 


FIG. 2. Camera attachment. 


By turning the knurled nut (8), the 
prism is tilted so that one can traverse 
a pipe some distance from the Exploro- 
scope. Further turning swings the prism 
and the lamp to a horizontal position, 
and the immediate bottom comes into 
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By W. M. HENDERSON 


Superintendent of Distribution 
Los Angeles Gas and Electric Corp. 


When the 


(8) 
counterclockwise, the lens unit is raised 
and the tension spring (21) returns the 
prism and lamp to a vertical position. 


The brass tube (15) is pressed into 


view. turning nut 


brass tube (22), separated electrically 
by a thin fiber tube. (23). This unit of 
three tubes forms the positive and nega- 
tive conductors for the lamp; the outer, 
being the ground. The “hot” wire plugs 
into its contact at (24) and screws into 
brass sleeve (25), an extension of (15), 
through which the current travels down- 
ward to contact bushing (33) and flex- 
ible wire (26) to the lamp. The ground 
wire connects to the head at (27), to 
‘outer tube (22), through both rack and 
bearings to the hangers and outer socket 
case (28). 

The packing gland assembly (29) 
screws into a 14-inch valve fastened to 
the gas main. The packing gland nut 
(30) forces the rubber gasket (31) 
against the brass tube (22) so that 
when the instrument is inserted through 
the valve and the packing gland nut is 
tightened by hand, it will not leak gas 
at 60 pounds. Since, in removal, the 
instrument must be drawn out high 
enough for the lamp to clear the valve 
body in closing, the bottom of brass 
tube (22) leaves the rubber gasket (31) 
and rises into the brass tube (32) where 


*Mr. Henderson’s description of the Exploroscope, 
published herein, appeared originally in the American 
Gas Association Monthly for February; and Fig. 1 to 
Fig. 8 are reproduced by courtesy of the same pub- 
lication. 


FIG. 3. Method of insertion through 


gate valve. 
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CROSS SECTION OF THE EXPLOROSCOPE 
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it is locked in place by the clamp nut 
(34). Upon inserting the instrument, 
the packing gland nut (30) is relieved 
and the gland is slid downward till the 
lamp is entirely within the 1%-inch 
threaded portion. ‘Then the knurled 
clamp nut (34) is tightened and the in- 
strument screwed into the gate valve or 
its bushing. The valve is then opened, 
knurled nut (34) relieved and the in- 
strument inserted against the pressure. 
At any desirable depth, the packing nut 
(30) is tightened by hand and clamp 
nut (34) also, as an added precaution. 
To rotate the entire instrument, pack- 
ing nut (30) is relieved and brass tube 
(32) turns in the fine threads of nut 
(30), at (35). Packing nut (30) can 
then be clamped in place to prevent leak- 
age of gas. In removal, when both 
clamps must be loosened and pressure 
opposed, the chain from (36) to (30) 
prevents blowing out of the instrument. 

The objective lens has a focal length 
of 25 mm. or 1 inch. Since the field 
of vision depends upon the distance of 


the image to the lens and the size of 
the image, and the latter is restricted to 
14-inch diameter, it is desirable to have 
the focal length as small as_ possible. 
This gives the apparatus its wide angle 
of almost 25 degrees. 

It is imperative to have an objective 
of short focal length because the dis- 
placement of its image is small for large 
changes in distance of the object. The 
Exploroscope shows—in Fig. 8—a sec- 
tion of pipe 2 feet away, as well as 7 
feet away; both are in focus. ‘This con- 
dition is highly desirable. 

The image formed by the objective 
lens (3) must be cast upon the focal 
plane of the eyepiece (1), which is, in 
most cases, between its own lenses. Since 
the objective lens is in the main pipe and 
the eyepiece is above the gate valve, some 
means of transferring the image to the 
eyepiece is necessary. he inverting lens 
(2) is chosen for this purpose, trans- 
ferring the image from (3) to the focal 
plane on (1). In this transfer, the 
image is inverted and slightly increased 
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WESTERN GAS 


FIG. 4. Carrying case—open. 


ad 


FIG. 6. Pipe interior photograph (side- 
wall of 16-inch pipe, near bottom, shows 
scale on 3-inch circle of pipe surface). 


so that it occupies the entire field of the 
eyepiece. One inversion occurs through 
the prism (37), reinverted through the 
objective (3) and inverted again at (2), 
so that when one looks through the eye- 
piece with the object ahead of him, away 
trom the observer is the bottom of the 
pipe, and towards the observer is the 
top. In looking along the bottom of the 
pipe, the part close to the lens is always 
more highly illuminated than the part 
farther away. In all our perspective 
photographs, the direction of the rays 
can be determined by drawing a line 
from the light to the dark section. 


The small lamp used is the most 
powerful type of its size obtainable, a 
special Mazda 10 v. 7% amp., having 
a life of 50 hours. Electricity is derived 
from 6 vy. storage batteries, adjusting 
the current to 7% amperes by adding or 
eliminating cells in series. ‘The current 
is measured by means of an ammeter 
housed inside the Exploroscope carrying 
case, and if the lamp burns out, a loose 
connection occurs, or if for any other 
reason the current drops below 6™% 


amperes, a relay operates a buzzer, call- 
ing the attention of the operator that 
investigation is necessary. This is very 
important in long exposures where con- 
stant attention would otherwise be re- 
quired. The ammeter, relay, buzzer, and 
3 v. dry cell, and master switch are 
conveniently housed in the case. 

When the Exploroscope is focused 
down a pipe and the distance from the 
bottom of eyepiece barrel (4) to the top 
of nut (8) is measured, reference to a 
chart on the inside cover of the carrying 
case shows directly the distance of the 
object, and the size of the field. 

The prefocuser is used for focusing 
the Exploroscope when photographs are 
to be taken. The camera used is a “K” 
type, microscopic, lensless camera. When 
the Exploroscope is used for ocular in- 
vestigation, all rays leaving the eyepiece 
are focused to infinity. They are, of 
course, intercepted by the eye, but this 
has no bearing upon the system other 
than the nearsightedness or farsighted- 
ness of the operator, in which case an 
additional correction may be necessary. 
With the camera in place, the above rays 
must come to a focus at the surface of 
the film which is approximately 10% 
inches from the eyepiece. Since the rays 
diverge from the eyepiece covering a 


FIG. 8. Pipe interior photograph (look- 
ing along bottom of 24-inch pipe for 
distance of approximately 7 feet). 


FIG. 5. Carrying case and lead wires. 


FIG. 7. Pipe interior photograph (side- 
wall of 16-inch pipe, near bottom, shows 
scale on 3-inch circle of pipe surface). 


31%4-inch by 4%-inch film, the intensity 
of light is greatly diminished, and the 
camera cannot be focused on a ground 
glass instead of on the film. The pre- 
focuser is an optical system of four 
achromatic lenses, so designed that when 
it is placed upon the eyepiece of the 
Exploroscope and the entire instrument 
focused through it, the rays leaving the 
Exploroscope eyepiece are focused 10% 
inches from it, so that when the pre- 
focuser is replaced by the camera, the 
rays come to a focus on the film. With 
the prefocuser in place, all of the light 
leaving the eyepiece of the Exploroscope 
enters the eye through the prefocuser, so 
that its intensity is very much greater 
than that which falls upon the film. 
Usually the intensity is so low that an 
exposure of 30 minutes or more is neces- 
Sary on. super-sensitive panchromatic 


film. 


It is the opinion of the designers that 
now, after a year’s experience with the 
present instrument, they are satisfied 
that an instrument of this type can be 

(Continued on Page 62) 
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CHARTING THE SALES COURSE 


Plans and Policies for More Effective Promotion 
Reported to A.G. A. Regional Sales Conferences 


N the following pages Western Gas offers 

a running digest of numerous papers from 
the Eastern and Mid-Western sales confer- 
ences conducted by the American Gas As- 
sociation last month at Pittsburgh and Chi- 
cago, respectively. Papers from the program 
of a third regional sales conference, held 
in New Orleans the latter part of February 
in conjunction with the annual convention 
of the Southern Gas Association, will be 
reviewed next month. General proceedings 
at the New Orleans meeting, including elec- 
tions of Southern Gas Association ofhcers, 
are covered elsewhere in this issue. 


The Eastern Natural Gas Sales Confer- 
ence, in session from February 6 to 8, was 
presided over by George L. Scofield of the 
Republic Light, Heat and Power Co., Buf- 
falo, N. Y., as chairman. It drew an enthu- 
siastic attendance of some 250. Hulda Un- 
gericht of The Ohio Fuel Gas Co., Colum- 
bus, was chairman of the home service break- 


fast and program held at this conference, on 
Saturday, February 8. 


Sessions of the Mid-West Regional Gas 
Sales Conference on February 13-15 com- 
manded the largest registration at any of 
this group’s meetings, totaling 334, with 
Illinois, Indiana, Wisconsin, Michigan, Mis- 
souri, Iowa and Ohio ranking highest for 
attendance in states represented. 


Henry J. Dropp of the Milwaukee Gas 
Light Co. was named as chairman of this 
conference, with C. A. Luther of The Peoples 
Gas Light and Coke Co., Chicago, in charge 
of arrangements. Heading this group next 
year is J. Frank Jones of the Battle Creek 
(Mich.) Gas Co., this year’s vice-chairman. 
A home service luncheon held Saturday noon 
was attended by 50 conference delegates. 
Irene Hickey of the Detroit City Gas Co. 
was chairman in charge of the home service 
tphase of this conference. 


C. B. Wilson of Little Rock 
and Fuel Co. headed the 


committee for the New Orleans conference, 


(Ark. ) 


conterence 


(sas 
sales 


There were 
upwards of 250 in attendance at the New 
Orleans meetings, which offered a compre- 
hensive program of technical, 
and sales subjects due to the combination 
of Southern Gas Association proceedings 
with the sales conference. Albertine Berry 
of the Lone Star Gas Co.. Dallas, Texas, 
was in charge of home service features at 
this meeting, a breakfast and program being 
conducted on Saturday morning, February 22. 


and presided over these sessions. 


industrial 


Further details on the Southern Gas Asso- 
ciation and Sales Conference meeting at New 
Orleans will be found on another page. 


The regional sales conferences of the A. 
G. A. are a valuable activity carried on each 
vear by the Commercial Section, of which J. 
W. West, Jr., is secretary. 


Eastern Natural Gas Sales Conference Reviewed 


KEYNOTE of optimism was 

sounded for the Eastern Natural 
Gas Regional Sales Conference by C. E. 
Bennett, of the Manufacturers Light 
and Power Co., Pittsburgh, Pa., who is 
this year’s chairman of the A.G.A. Com- 
mercial Section. Mr. Bennett stated 
that the gas utility business has become 
such a vital part of the life of every 
community that any interference, politi- 
cal or otherwise, that would impair the 
service or increase its cost would not 
long be tolerated. “here are many rea- 
sons for an optimistic sales outlook for 
the immediate future. The natural gas 
industry closed the year of 1935 with 
the largest number of customers ever 
carried on its lines—6,029,000, a 3 per 
cent gain over 1934. ‘Thirty per cent 
more ranges were sold in 1935 than in 
1934, and 56 per cent more refriger- 
ators; 250,000 automatic water heaters 
were sold in 1935. 

Augmented sales effort and promo- 
tional rates are needed, however, to cope 
with increasingly intensive competition, 
and a decided increase in sales force is 
necessary. Where the gas industry aver- 
ages about one salesman to every 3,000 
customers, the electric industry’s aver- 
age is one salesman to 400 customers 
(dealer outlets considered). More ef- 
fective dealer cooperation is one obvious 
answer. 


More advertising, and especially na- 
tional advertising is another urgent 
need. The industry now spends but 40 
cents per customer per year, or 6/10 of 
1 per cent of annual revenue in adver- 
tising—a paltry. amount considering the 
need. 


Need for National Advertising 


Discussing the present plight of the 
gas industry as a result of electric com- 
petition, Herman Russell, president of 
the Rochester (N. Y.) Gas and Elec- 
tric Corp., asserted that the gas man is 
the “forgotten man” of industry. ‘This 
has come about through a neglect of 
advertising, and an aggressive program 
of national advertising and publicity is 
the obvious and certain remedy. Mr. 
Russell is chairman of the A. G. A. 
committee charged with the responsibil- 
ity for initiating such a program for the 
industry. 


What's Ahead for Gas 
Water Heating? 


Charles L. Yost, United American 
Bosch Corp., laid the blame for decreas- 
ing gas water heating sales, and the pos- 
sibility of continued trouble in water 
heating, on the old style range boiler 


with side arm heater or underfired 
burner, still used so largely in many sec- 
tions. In addition to inconvenience, 
odor, and possible danger from fumes, 
the cost of such water heating, on the 
basis of 1,500 gallons per month, 100 
degree rise, and natural gas at $0.60 
per Mc.f., is $2.25 per month, making it 
comipetitive with off-peak electric heat- 
ing at $2.50 for a similar service. 

The modern gas automatic 
heater does the same job at $I] 
month, and its installation is the answer 
to the problem. 


water 
per 


New Methods of Selling 
Modern Gas Cookery 


The problem of maintaining the gas 
range load is not one of selling the de- 
sirable features of the gas range so 
much as selling the desirability of gas 
cookery and the advantages of gas as 
the preferred fuel, in the opinion of Paul 
Dorsey, Cribben and Sexton Co., who 
spoke to the conference on this topic. ‘I’o 
intrench itself in the cooking field the 
industry must: 

1. Create consumer preference for gas fuel 
for cookery by causing the fuel to be more 
appreciated. 

2. Lessen the vulnerability of the gas in- 


dustry’s position by removal of antiquated 
gas ranges now in service. 
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3. Impede future electric range sales and 
remove electric ranges now in service. 


4. Remove all other types of competitive 
fuel-consuming cooking appliances. 


These aims can best be achieved not 
by selling range “talking points’ and 
surface refinements, but by creating a 
demand for the highest standards of 
cooking performance, and associating 
this performance with gas. 


Home Insulation and New 
Building Prospects 


J. H. McKay, Johns-Manville Corp.., 
New York, estimated that 200,000 
housing units will be built in 1936, 45 


per cent of which will be single family © 


dwellings, presenting a quality market 
with respect to construction and equip- 
ment. Modernization, too, will con- 
tinue apace. Such a building program 
should be very alluring to the gas heat- 
ing industry as offering a market for 
superior gas fuel with its convenient 
controls, particularly in insulated houses 
where heat is conserved. The primary 
sales appeal for insulation is that of all- 
year-comfort, which ties in completely 
with gas sales promotion. 


Insulation and Its Relation 
to Gas Sales 


Michael Waroblak of the Hope Nat- 
ural Gas Co., Clarksburg, W. Va., de- 
scribed methods used to obtain gas heat- 
ing load in newly built homes, in the 
face of competition from local low-cost 
coal. 


‘The approach was to advocate house 
insulation, with its consequent heat con- 
servation making low gas bills possible. 
Heating requirements were figured 
with and without insulation, this be- 
ing very impressive to the prospective 
home owner, and giving him a feeling of 
confidence and goodwill toward the gas 
company. 

This company finds that selling the 
idea of insulation breaks down resistance 
to the cost of gas heating, and opens the 
prospect’s mind to the merits of gas 
equipment. The company cooperates 
with building materials firms in promo- 
tion of insulation, and in turn secures 
many house heating leads from these 
dealers. Use of gas heat in an insulated 
building brings invaluable word-of- 
mouth advertising for gas, due to fuel 
savings and customer satisfaction re- 
sulting from them. 


This company’s experience has been 
that the average two-story building, 
using a bat form of rock wool or glass 
wool in all walls and ceilings, heat loss 
can be reduced 39 per cent. If only 
roof insulation is used a heat saving of 
23 per cent can be made. As a result of 


these house heating sales efforts, out of 
61 houses and apartments built, 35 were 
wholly or partially insulated and 42 in- 
stalled gas heat. 


Progress in Winter 
Air Conditioning 


An impressive picture of past progress 
and future possibilities for winter air 
conditioning with automatic heating was 
painted for the conference by Geo. 
Boeddener of the Fox Furnace Co., 
Elyria, Ohio. He pointed out that there 
are 11 million central heating systems 
installed in the United States, made up 
of about 8 million furnace installations 
and about 3 million radiator systems. 
Only about 1% million of the 11 mil- 


lion are automatically controlled. 


To demonstrate that winter air condi- 
tioning has made long strides in recent 
time, it was stated that a cast iron gas- 
fired air conditioning unit of 140,000 
B.t.u. input rating, which five years ago 
sold complete to a dealer for something 
over $500, now sells for half that 
amount, and is a vastly improved pro- 
duct. 


In 1935 winter air conditioning in- 
creased its unit sales 125 per cent over 
1934 and about 3,000 per cent over 
1931. This year will exceed 1935 by 
100 per cent. It was predicted that by 
1940 the industry will sell 400,000 units 
per year for new and replacement home 
installations. Modernization business is 
important, as there are nearly 10 mil- 
lion manually controlled home heating 
units waiting to be replaced. 


The American public is becoming 
automatic heat conscious with the same 
enthusiasm accorded automobiles, auto- 
matic refrigeration and radio. With 
new firms entering the field each year 
the industry will soon be spending from 
25 to 50 million dollars annually to pro- 
mote winter air conditioning and auto- 
matic heat, which will create substan- 
tial markets for all kinds of automatic 
fuel. Gas will participate to the degree 
that it aids in the promotion of this 


field. 


Commercial and Industrial 
Heating 


Basing his remarks on the actual ex- 
periences of several natural gas operat- 
ing utilities, George P. Mandel, of the 
Surface Combustion Corp., Toledo, 
Ohio, discussed methods for obtaining 
the commercial and industrial gas load. 

The markets most readily at hand are 
to be found in the buildings already 
equipped with a boiler or furnace, in 
which a gas burner or automatic conver- 
sion may be installed, and in the build- 
ing, store or shop not equipped with a 
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central plant, which latter can be best 
taken care of by a gas-fired unit heater. 
Heretofore the unit heaters have been 
considered by many as applicable only to 
factories and large industrial plants, but 
they are now sold successfully for use 
in small establishments, and because of 
ease of installation, portability and oper- 
ating characteristics can often be in- 
stalled on jobs that otherwise would go 
to other fuels. 


Unit heaters are made in a variety of 
sizes, are neat and attractive in appear- 
ance, are fully automatic and _ safe- 
guarded against varying gas pressure, 
gas failure, and electric current and fan 
failure, and automatically control room 
temperature within close limits. Oper- 
ating costs are low and dependable so 
that close estimates can be made. 


It has been found advisable to dele- 
gate the sale of this equipment to the 
retail domestic salesman, as well as to 
the industrial or commercial sales de- 
partment. While the salesman need not 
be a skilled engineer, he should be given 
assistance and close supervision by the 
heating supervisor. There should be one 
supervisor for each six or eight sales- 
men, whose duty is to check all surveys, 
recommendations and estimates. Instal- 
lation crews should be well instructed 
and supervised on the first installations, 
upon which future sales are built. 


The average unit heater sale adds 
170 Mc.f. of natural gas annual load in 
territories having 5,700 degree days. 


Experiences in 
Space Heating Sales 


H. B. Yost, Hope Natural Gas Co., 
Clarksburg, W. Va., told of experiences 
in his territory, which is in the center 
of a natural gas producing field, but 
was nevertheless losing considerable 
sales because of coal competition. 


Six years ago the company made a 
domestic survey of its system. From 
this survey the following facts appeared: 


About 85 per cent of the customers were 
using space heaters to do their entire heating. 

Most of the people using space heaters were 
troubled with condensation to some extent, 
and that in many cases frost and ice formed 
on the walls. 

Practically the only flues available were 
fire places; many homes were without any 
flues at all, 

In most cases where coal had displaced 
gas, it was in an effort to eliminate con- 
densation. 

Although not recognized by most custom- 
ers, inadequate heating existed in most 
homes. 

Much of the equipment used was either 
antiquated or of cheap construction. 

The coal furnace salesman used the argu- 
ment that the customer could eliminate sweat- 
ing, get better heating conditions, and save 
sufficient money by burning coal to pay for 
the furnace in a short time. 

Most of the homes either had no cellar at 
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all, or at best a very small portion of the 
potential cellar space actually excavated. 

The flues were very cheaply and loosely 
built, flue tile being practically non-existent 
in chimney construction. 

With the above in mind, it was de- 
cided to promote the sale of gas heating 
equipment having the following charac- 
teristics: 

Completely vented. 

Flue exit suitable to vent into a fireplace 
without any dip in the flue. 

Thermostatically controlled. (This fea- 
ture was strongly advocated, but not insisted 
upon; 95 per cent of the heaters sold were 
equipped with thermostats.) 

Must furnish radiant heat as well as in- 
direct heat (that is, circulated heat). 

Since the beginning of activities, 
additional space heaters, including floor 
furnaces, have been included, and a 
choice of various styles and sizes from 
20,000 up to 100,000 B.t.u. input is 
now offered. 

There has been added, either in new 
load or load recaptured from our coal 
competitors, more than 50,000,000 cubic 
feet annually. In addition, hundreds of 
customers formerly dissatisfied now en- 
joy real satisfaction with the use of gas 
heat. Practically no purchasers of gas 
heaters have subsequently put in coal 
equipment. 

Paul W. Dunn of Brownsville, Pa., 
reported experiences of the Greensboro 
Gas Co. in promoting the warm air cir- 
culating heater and the suspended type 
with fan forced circulation. 

In all applications, the problem of 
venting is perhaps the most perplexing, 
for even though flues and chimneys are 
available they must be carefully ex- 
amined and tested to see if they are open 
and capable of providing adequate draft. 

Automatic controls have been used on 
all recent installations, gas-actuated 
thermostats on the circulators and elec- 
tric controls on the suspended unit heat- 
ers. ‘The value of these controls, as a 
factor of economy, controlability, and 
convenience, justifies the additional cost. 
There are, however, some installations 
that are very difficult to control from 
return air temperatures, and in a few 
cases it was found necessary to raise the 
control up off the floor with a remote 
control extension. 

Answering the question “Is there a 
sufficient space heating market available, 
and is the revenue derived of great 
enough importance to warrant a definite, 
aggressive sales effort?’ Frank D. 
Howell, Dominion Natural Gas Co., 
Ltd., Brantford, Ontario, Canada, told 
how, during the fall months of 1935, 
The Dominion-Republic group of prop- 
erties, comprising several small cities and 
towns in Western New York State and 
the southern portion of the Province of 
Ontario in Canada, featured a “Fifty 
Day Home Comfort Sale’ of heating 
appliances. In addition to the sale of 


400 automatic house-heating installa- 
tions and 1,043 radiant-type heaters, 
565 circulating type heaters were sold. 

Approximately 90 per cent or 515 of 
these circulating heaters had input rat- 
ings ranging from 40,000 to 60,000 
B.t.u. Of the total, 358 or 64 per cent 
were to take care of the customers’ full 
heating requirements. The remainder 
were auxiliary or additional to other 
heat. The estimated revenue from these 
565 units is 33,000,000 cubic feet an- 
nually. This is considered load equiva- 
lent to approximately 2,000 gas ranges 
or about 1,300 storage systems. Where 
a circulator is used for the customer’s 
entire heating requirements two were 
found to be equivalent to one house 
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heating installation. A survey of the 
heaters used as additional heat leads to 
the belief that three circulators will 
produce as much revenue as one average 
house heating installation. 

Automatically controlled equipment 
provided the greatest sales appeal in this 
campaign. Allowing a proof trial of the 
heaters was a standard offer on auto- 
matically equipped circulators, being 
credited with producing a large number 
of sales and resulting in less than 10 per 
cent removals after trial. 

The operating department, selling 
after hours with the stimulus of a liberal 
commission, was responsible for more 
than 50 per cent of the circulating 
heater sales. 


Mid-West Regional Sales Conference 


AEL SULLIVAN, Associate Di- 

rector of Federal Housing, 
Chicago, IIl., gave the keynote address 
for the Mid-West Conference, briefly 
explaining the National Housing Act 
and its assistance to gas load building. 
Insured loans for household moderniza- 
tion and enlargements under Title I re- 
cently have reached a weekly average of 
$7,000,000. Over $277,000,000 in such 
loans have been insured, representing 
over 781,000 individual jobs. It is esti- 
mated that for every dollar loaned six 
are spent from savings, and no doubt 
the kitchen and basement come in for 
a large share of this. Under Title II, 
additional millons are being spent upon 
new construction and existing construc- 
tion; the latter being contingent upon 
completion of necessary repairs such as 
installation of adequate heating equip- 
ment. 

To realize the most out of this poten- 
tial market the public must be made 
‘“‘gas conscious” by aggressive merchan- 
dising methods on the installment sell- 
ing-time payment plan. ‘Try to sell a 
kitchen rather than a cooking appliance; 
a basement playroom rather than a base- 
ment heater. 


Accomplishments in Gas Range 
Sales Promotion 


E. R. Guyer, representing the A. G. 
A. Domestic Range Committee, re- 
viewed the set-up of the 1936 national 
gas range contest, details of which ap- 
peared in Western Gas for February. 
Last year’s contest was influential in 
raising the total of heat controlled range 
sales 52 per cent above 1934, and 
expectations are that the 1936 contest 
will lead to even greater achievements. 
Mr. Guyer made the point that gas 


range promotion to date has lagged far 
behind that put forth for electric ranges 
and other household commodities. 
Where electric ranges carry from $5 to 
$10 promotional allowance per unit, 
gas range manufacturers and merchan- 
disers have been too price conscious to 
add any promotion allowance worthy of 
the name to their wares. 

A. C. McKinstry of Cedar Rapids 
Gas Co. reported on his company’s 
range activity in Cedar Rapids, lowa, 
where 800 new ranges were sold in six 
months, on a_ system with 12,250 
domestic gas meters. One specific gas 
range model was selected, to retail at 
$89 on a rental-sale basis of $1 down, 
plus $1.39 tax, and $1 per month 
(later changed to $1.50) these monthly 
payments to be made either with the 
monthly gas bill or at the dealer’s 
ofice. While the public generally pre- 
ferred to pay the gas company, the op- 
tional agreement satisfied the dealers 
who liked willing customers to come 
into their stores where other merchan- 
dise might be seen. 

The high quality gas range insured 
customer satisfaction and a minimum of 
gas company service calls (which cost 
$1 each by the company’s records). At 
the same time, the $1 monthly payment 
placed no burden on the purchaser and 
enabled him to finance additional gas 
equipment brought to his attention be- 
cause of gas range ownership. ‘The 
dealer received $69.50 in cash on tender- 
ing each rental contract to the gas com- 
pany on installation of a range. ‘The 
dealer delivered and uncrated the range 
and either paid $2.75 to the gas con 
pany, for installation, or turned the in- 
stallation over to local plumbers. No 
trade-in allowance was made. ‘The gas 
company reserved the right to approve 
the credit arranged by the dealer, but 
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after acceptance of contract there was 
no recourse on the dealer. Extensive 
cooperative newspaper advertising, cook- 
ing schools, and intensive personal sales 
work were chiefly responsible for suc- 
cess of the effort. 

C. R. Henderson told how the Waste- 
naw Gas Co., in Ann Arbor, Mich., a 
university town of 8,300 domestic gas 
meters, decided that the problem of 
competitive fuel presented by the ag- 
gressive local power company could be 
met only by replacement of all anti- 
quated gas ranges with modern gas 
equipment. An “Old Range Round- 
Up” was featured for a 60-day period 
in the Spring of 1935. ‘The newspaper 
mats and other assistance furnished by 
the American Gas Association contri- 
buted materially to the success of this 
campaign. 

A very liberal allowance was made 
for old gas ranges turned in. All em- 
ployees were enlisted, and set up in com- 
petitive team groups, together with four 
outside and two inside full time sales- 
men. [wenty-three per cent of sales 
were made from employee prospects. 


A down payment of $1.75 was de- 
cided upon, with two years to complete 
the balance, in monthly payments. No 
repossessions have been found necessary. 
In the 60-day campaign, 208 ranges 
were sold at an average price of $79, 
before allowances. ‘The following Sep- 
tember a somewhat similar 60-day cam- 
paign was put on with equally good re- 
sults, producing a total for the year of 
over 500 gas ranges, an increase of 49 
per cent over 1934. 


Rental-Purchase Plan of 
Gas Service Company 


F. M. Rosenkrans, Gas Service Co., 
Kansas City, Mo., presented the details 
and results of a rental-purchase plan 
operated by his company, which placed 
five times as many automatic gas water 
heaters on the lines of the Gas Service 
properties in 1935 as were installed in 
1934, with little increase in sales per- 
sonnel and practically the same advertis- 
ing appropriation. 

Analysis of the potential market had 
shown that 75 per cent of the domestic 
customers who used gas for cooking were 
not equipped with automatic storage 
water heaters. While some had tank 
water heaters, these were only used in 
the summer in the majority of cases, fur- 
nace coils being utilized during the heat- 
ing months. A further analysis, of per- 
centage of customers living in rented 
houses, showed that while this class was 
comparatively negligible in the farming 
territory it ranged as high as 45 per 
cent in the larger centers. It appeared 


that it would be an almost impossible 


task to sell automatic water heating to 
the landlord or owner of rented prop- 
erty, for the use of his tenant, and that 
some easy means of placement would 
have to be adopted. All the information 
available was reviewed, the report of 
the subcommittee of the Commercial 
Section, A. G. A., showing the success 
of the rental-sales plan-of selling, being 
particularly impressive. It was finally 
concluded that the basic point in all the 
plans was long term payments, extend- 
ing up to six years, which would result 
in very small monthly installment pay- 
ments on the part of the customer, to 
rent or eventually purchase the heater. 


Under the rental plan adopted, the 
company proposed to furnish, install and 
maintain at its Own expense a water 
heater of suitable size for the average 
residence, in consideration of the cus- 
tomer paying small monthly rental. The 
heater sizes, and rentals, were as fol- 
lows: 


Galvanized Heaters: 20 gallon, $1.00 
monthly rental; 30 gallon, $1.25 month- 
ly rental; 40 gallon, $1.50 monthly 
rental. 


Copper Heaters: 20 gallon, $1.50 
monthly rental; 30 gallon, $1.90 month- 
ly rental; 40 gallon, $2.50 monthly 


rental. 


These monthly rental payments amor- 
tize in approximately 60 months the 
cash sales price of the heater, plus 
carrying charge of five per cent per year. 
Copper heaters were included because in 
certain territories water conditions are 
such that a large percentage of gal- 
vanised tanks would become defective 
before the company could amortize its 
investment. 


The rental agreement placed no ob- 
ligation on the customers other than to 
pay the monthly rentals until such time 
as they desired the heater removed, but 
carried a purchase option showing the 
purchase price of the appliance on a 62 
months term basis including carrying 
charges. [he customer could purchase 
the heater at the price placed in the con- 
tract, less credit for all rental payments 
made and a 20 per cent discount for 
cash, which discount really represented 
the balance of the carrying charges. 


The salesman’s compensation for se- 
curing a water heater rental contract 
was two-thirds of the commission per- 
centage paid for securing a sale; the re- 
maining one-third of the regular sales 
commission, plus a bonus, was paid for 
converting the rental into a sale. 


For the year of 1935, as a result of 
these activities, 6,730 water heaters were 
placed on the lines, after deducting all 
returns. Returns were 5.7 per cent on 
sales and 7.8 per cent on rentals, the 
latter including customers who moved; 
in some of the latter instances the heater 
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was rented to the next tenant. Out of 
the 6,730 heaters installed, the net sales 
were 1,570, a number in excess of the 


direct sales in 1934. 


Straight Selling Plans 


An aggressive straight selling plan 
was detailed by K. F. Dickinson, Public 
Service Co. of Indiana, Lafayette. This 
company decided, a year ago, to stimu- 
late lagging domestic gas sales, with the 
opinion that automatic gas water heat- 
ers offered the best sales medium, if as- 
sisted by a promotional gas rate, a 
liberal sales policy to both purchaser 
and salesman, a proper tie-in with the 
plumbers and dealers, a well balanced 
advertising program, a bonus for pros- 
pects turned in by non-salesman em- 
ployees, and intelligent co-operation of 
the manufacturer of the selected water 
heater. 


Lafayette and West Lafayette, the 
former a diversified city with 6,900 
domestic meters and the latter a college 
town, both served by a common distri- 
bution system, were selected as an ex- 
ample for discussion. In March, 1935, 
a residential gas rate of straight block 
form was inaugurated as follows: first 
2,000 cu. ft., $1.40 per Mce.f.; next 
3,000 cu. ft.; $0.70 per Mce.f.; next 
5,000 cu. ft., $0.60 per Mc.f.; all over 
10,000 cu. ft., $0.50 per Mc.f.; the gas 
averages 570 B.t.u. per cu. ft. 

Advertising was built around daily 
newspapers, sales window displays, and 
direct mail pieces ahead of salesman’s 
call. All installations sold by the com- 
pany were made by local plumbers, 
checked by the company and found uni- 
formly satisfactory. Sales terms were 
as low as $2.50 down, with as long as 
36 months to pay, with a 12 per cent 
carrying charge. At any time custom- 
ers could close account by paying in full. 


Salesmen were paid 10 per cent com- 
mission on cash price of heater (not in- 
stalled) less all trade-in allowances; 
also a bonus of $1 per heater for the 
first 10 heaters, increasing to $7 per 
heater for over 40 heaters. Non-sales- 
man employees who furnished a prospect 
who actually bought were paid $2.50. 


A survey was made of customers who 
had automatic water heaters operating 
inefhciently or shut off because of ex- 
pense; this group were good sales pros- 
pects. Customers without automatic 
heaters were next visited. During 1935, 
283 new automatic water heaters were 
placed, with an average increased usage 
of 1,690 cu. ft. of gas per month per 
customer sold. Of these sales 42 per 
cent were from prospects turned in by 


non-sales employees. 
(Continued on Page 32) 
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THE infinite variety of quick breads, yeast 
rolls and biscuits that the home cook can 
master without a single trial fill giant cook 
books. For the sake of time and space we merely 
list one of the best with full assurance that it 
will delight your family. Stir it up, let it rise, 
stick it in the oven, take it out and watch the 
family make it disappear. As pleasing as the 
taste is the cost for gas. . . 


Four dozen rolls for less than a cent 


Could anything cost less? Yes, double the recipe 
and put the extra rolls in the oven at the same 
time . . . the cost per dozen would be still lower. 
anything cost less? Certainly not home 

ed rolls, and that is why we urge you to bake 
more, because it costs less. Take advantage of 
the 8c per hundred cubic feet additional use 


gas rate. 


SSH, WISCONSIN PUBLIC SERVICE CORPORATION 


Samples of advertising designed to cash in on low 
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THe modern gas range offers you the most economical 

of cooking methods... complete oven cookery. Select 
your meat, always an eodnecuteal cut because gas range 
roasting will make it tender, add to it your dishes of vege- 
tables and a pudding dessert if you desire. Your gas range 
oven will cook them all at the same time. 


The cost will be 2c for the entire meal 


You can have the most attractive, well-done full oven 
meals for that low cost, especially if you take advantage 
of the new 8c per hundred cubic feet gas rate (the addi- 
tional use rate). Enjoy easily prepared, time saving and 
appetite pleasing full oven meals . . . roast more, it costs 
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WISCONSIN PUBLIC SERVICE CORPORATION 


cost gas rates introduced by Wisconsin Public Service Corp. 


BARGAIN GAS RATES 


NTRODUCING his company’s low cost rate 

plan before the recent convention of the 
Wisconsin Utilities Association's Technical and 
Operating Section, Mr. Miller first commented 
upon some of the underlying conditions which 
promotional rates must be designed to meet. 
If the trend toward diminishing returns from 
domestic sales is to be halted it must be 
through more general use of gas for water 
heating, refrigeration, and house heating— 
possibe only at rates lower than those hitherto 
available on most manufactured gas systems. 
Yet a fundamental consideration in revising 
rates downward is that net revenues must be 


protected. In his own company’s situation it was 
essential to find a promotional rate plan which 
would leave the existing financial position 
undisturbed, and the low cost rate described 
below was the answer to the problem.— 
EDITOR. 


HE adoption of an electric low 

cost rate plan by our company 

last summer suggested to us the 
possibility of developing a similar plan 
for residential gas service. 

Although there is a rather large num- 
ber of electric utilities throughout the 
country having an objective rate scheme 
of some kind for electric service, there 
are so far as we know, only five gas 
companies outside of our own here in 
Wisconsin which have adopted some 


By HARRY I. MILLER 


Rate Engineer, Wisconsin Public Service 
Corporation, Oshkosh, Wisconsin 


similar plan for gas service. These plans 
vary from “free gas’ plans, “profit 
sharing plans,” “service at cost’ plans, 
to ours which provides a _ nominal 
charge for the increased use of service. 

A low cost, or objective rate plan as 
it is sometimes called, is inherently a 
temporary means to an end. Without 
requiring a large immediate reduction in 
revenue, it permits customers to trans- 
fer from an existing rate schedule to a 
lower one if these customers will in- 
crease their use of service.* [he dura- 
tion of such a plan, of course, is 
dependent upon the time it takes to 
transfer the majority of customers to 
the lower level of rates. This depends 
to a large extent, upon the sales effort 
which the company puts forth and the 
receptivity of the customers to a fuller 
use of service. 

Our gas plan consists of the cus- 
tomary three parts—the present stand- 


*It meets the old argument by the customer that 
if rates were lower, customers would use more serv- 
ice, and the company’s reply that if customers used 
more, the rates could be lower. 


ard rates, the low cost or objective rate 
(that is, the one to be attained when, 
as, and if), and a low rate for increased 
use by means of which customers may 
build up usage at a nominal charge,— 
until they reach the low cost rate. 

We have different levels of rates for 
different communities, but let me take 
the Sheboygan rates as an illustration. 
The present standard rate is $1.35 per 
thousand for the first 5,000 cubic feet 
per month. That takes in 91 per cent 
of the residential business, but anyway 
the next 5,000 cubic feet can be pur- 
chased at only $1.20 per thousand—a 
whole 15c per thousand less than the 
first 5,000. Not much promotional in 
that you say? True, we admit it! Now, 
for our objective rate, we have adopted 
the following: 
per month for $1.00 net. 

Next 2,400 cu. ft. per month for $1.10 net per M. 


Next 50,000 cu. ft. per month for 80c net per M. 
per month for 75c net per M. 


First 600 cu. ft. 


Excess cu. ft. 


That looks much better trom a 
promotional standpoint. Nowhere is 
there an indication of any gas costing 
more than $1.10 (instead of $1.35) per 
thousand. And, after a use of 3,000 
cubic feet, an 80c rate is available. 


(Continued on Page 54) 
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A. G. A. E.M. delegation to West Coast, left to right: |. W. Peffly, W. T. Rasch, 
Merrill N. Davis, C. W. Berghorn, C. W. Morley. 


Officials of A. G. A. E. M. Meet with 
West Coast Manufacturers 


WO meetings were held in California 

last month to acquaint western manu- 
facturers with the aims and functions of the 
new Association of Gas Appliance and 
Equipment Manufacturers. Called by W. J. 
Bailey of Day and Night Water Heater Co., 
Ltd., this year’s chairman of the Pacific 
Coast Gas Association’s Manufacturers’ Sec- 
tion, the meetings gave opportunity for vis- 
iting A.G.A.E.M. officials to confer with 
groups in San Francisco on February 7 and 
in Los Angeles on February 11. 


In the eastern delegation were W. T. 
Rasch of the American Gas Products Corp., 
president; Merrill N. Davis, S. R. Dresser 
Manufacturing Co., vice-president; I. W. 
Peffiy of the American Stove Co., chairman 
of the domestic gas range division; J. P. 
Morley of Bastian-Morley Co., representing 
the gas water heater division, and C. W. 
Berghorn, executive secretary. 

Opportunity was taken by P.C.G.A. Manu- 
facturers’ Section members at both meetings 
to pass a resolution urging the extension of 
Title 1 of the National Housing Act, “with- 
out modification or change.” This section of 
the act, covering the Modernization Credit 
Plan, is due to expire April 1. In northern 
California alone appliance sales to the 
amount of $750,000 a month are being routed 
through this financing plan. Copies of the 
resolution were forwarded to western rep- 
resentatives and congressmen. 

Mr. Rasch as ofhcial head of the 
A.G.A.E.M. reviewed the course of organ- 
ization work among the gas appliance and 
equipment manufacturing industry, which 
has culminated in the new association. He 
explained the afhliation agreement between 
the A.G.A. and the A.G.A.E.M., under 
which members of the latter automatically 
become members of the AG.A. Manufactur- 
ers’ Section. Members of the A.G.A. Manu- 
facturers’ Section may become members of 


the A.G.A.E.M., but do not have this status 
automatically through their A.G.A. afhlia- 
tion 

It was emphasized that the AG.A.E.M. 
has nothing to do with conduct of the A.G.A. 
Testing Laboratories program. This is re- 
garded as strictly a utility company function, 
and nothing which would tend to.commer- 
cialize the Laboratories will be undertaken 
by the manufacturers’ group. No financial 
liability for maintaining the Laboratories is 
involved in A.G.A.E.M. membership. While 
generally understood, these points were 
stressed to clear up misunderstandings which 
might exist. 

While some details of the affiliation be- 
tween the A.G.A.E.M. and the A.G.A. are 
yet to be worked out, it fs understood that 
dues paid the AG.A. by manufacturers will 
be credited against the amount which the 
A.G.A.E.M. has agreed to remit to the 
A.G.A. for services rendered 

Membership in the AG.A.E.M. now stands 
at 155, Mr. Rasch stated, and represents at 
least 70 per cent of the industry on a pro- 
duction basis This excellent showing has 
been made in the short time since last Octo- 
ber. 

Indicating the lines along which the new 
association would serve, Mr. Rasch called 
attention to the three national sales cam- 
paigns on refrigerators, ranges, and water 
heaters which have already been shaped 
this year, in the formation of which the 
association has participated. Water heater 
manufacturer members have raised $100,000 
toward their particular campaign, in which 
something over 210 utilities are already en- 
tered. Committees on legislation, and on 
national industrial relations, have also been 
appointed. The exhibit at the Atlantic City 
convention of the A.G.A. will be conducted 
by the A.G.A.E.M 

Mr. Rasch stated that there were obvious 
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differences between Pacific Coast manufac- 
turing problems and those of manufacturers 
in other sections; these differences, however, 
do not extend to the broad national problems 
on which the association will center its serv- 
ices. He stated that the association directors 
were ready to listen to any proposal for 
coast manufacturer representation in the or- 
ganization, either through individual or 
group membership. 


Sentiment at both the San Francisco and 
Los Angeles meetings favored afhliation with 
the A.G.A.E.M. through membership in the 
P.C.G.A. Manufacturers’ Section. The ten- 
tative proposal is that Pacific Coast manu- 
facturers pay the dues formerly paid to the 
A.G.A. into the P.C.G.A. Manufacturers’ 
Section, out of which $25 monthly (the pres- 
ent dues) would go to the P.C.G.A. Agree- 
ment would then be reached with the 
A.G.A.E.M. on the Coast’s fair proportion 
of the association expense, and any balance 
would be divided among P.C.G.A. Manufac- 
turers’ Section divisions for special services 
necessary on the Coast. 


Division heads of the P.C.G.A. Manufac- 
turers’ Section were authorized through 
action at both meetings to work out a plan 
along the above line, to be resubmitted to 
the membership of the Section, and if ap- 
proved to go then to the A.G.A.E.M. for 
consideration. A nearly unanimous expres- 
sion at both meetings favored cooperating in 
the A.G.A.E.M. program. 


Following the presentation by Mr. Rasch, 
Messrs. Davis, Peffly, Morley and Berghorn 
were heard from in brief messages. The 
western group at both meetings expressed 
their appreciation of the A.G.A.E.M. dele- 
gation’s visit, the eastern manufacturers hav- 
ing made the trip at their own expense in 
the interest of getting support for the na- 
tional program. 


ns 


Northern Natural to Lay 107-Mile 
Transmission Pipe Line 


Northern Natural Gas Co., headquarter- 
ing at Omaha, Neb., expects to let a contract 
for the construction of a 107-mile natural 
gas transmission pipe line on about March 
1, according to information supplied to 
Western Gas by F. H. Brooks, vice-president 
and general manager. The line will extend 
from the gas fields at Hugoton, Kan., to 
Mullinville, Kan., where it will tie into the 
company’s main 26-inch carrier. 

The line is to consist of 20-inch elec- 
trically welded pipe and will cost some 
$2,200,000. Actual construction is scheduled 
to start about April 10. 


WESTERN GAS welcomes 
the 80 new subscribers whose 
subscriptions start with the cur- 
rent issue. Distribution of this 
issue is 400 copies greater than 
that of one year ago. 

More individual gas men 


buy WESTERN GAS than any 
other gas magazine. 
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Robinson Succeeds Tonkin as 
Peoples Natural President 


OHN B. Tonkin, president of Peoples’ 
J Natural Gas Co. and affiliated com- 

panies, announced his retirement from 
active duty at a dinner on January 31 at the 
Pittsburgh Athletic Association. The dinner 
was given as a testimonial to Mr. Tonkin’s 
42 years of service with various subsidiaries 
of the Standard Oil Co. of New Jersey and 
was attended by 275 employees from New 
York, West Virginia and Pennsylvania. 

J. French Robinson, vice-president, is to 
succeed Mr. Tonkin as president of People’s 
Natural Gas Co. and its affiliates. S. C. 
Preston, chief engineer of Peoples’ Natural 
Gas Co., is to become vice-president of that 
company, and Christy Payne, Jr., of the same 
company, assistant to the vice-president. 

Mr. Tonkin was born at Tidioute, Pa., in 
1875. His father, the late Captain John 
Tonkin, was a pioneer in the oil and gas in- 
dustry. Mr. Tonkin started in the gas busi- 
ness as a water boy on a pipeline construc- 


J. F. ROBINSON 


JOHN TONKIN 


tion job during his summer vacations. His 
first ‘full-time job came in 1894 as a pipe- 
line superintendent’s clerk with the River 
Gas Co. at Marietta, Ohio. From this he ad- 
vanced to the purchasing department of the 
National Transit Co. at Oil City, Pa. 

He came to Pittsburgh in 1902 to become 
treasurer of Hope Naturai Gas Co., was 
elected vice-president and general manager 
of Peoples Natural Gas Co. in 1918 and be- 
came president of the company in 1933. At 
the same time he was made president of Col- 
umbia Natural Gas Co., Lycoming United 
Gas Corp. and affliated companies, having 
been a vice-president of these companies since 
1930. He is a former director and past pres- 
ident of the Pennsylvania Natural Gas Men’s 
Association, and was for several years a di- 
rector of the Natural Gas Association of 
America. He recently retired as chairman of 
the Natural Gas Department of the Ameri- 
can Gas Association. 

Mr. Robinson is said to be one of the 
youngest executives in the natural gas indus- 
try. He is a graduate of West Virginia 
University and holds an honorary degree of 
doctor of science from the University of 
Pittsburgh. He has been connected with 
Peoples Natural Gas Co. and affiliates for 
15 years, acting as manager for the Lycoming 
United group of companies since 1930. He 
has been vice-president of Peoples Natural 
Gas Co. since 1933. 

Mr. Preston is a graduate of Cornell Uni- 
versity in mechanical engineering, and has 
been employed by Hope Natural Gas Co. 
and Peoples Natural Gas Co. since 1911. 
Since 1933 he has been chief engineer of 
Peoples Natural Gas Co. 
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Union Gas Co. Dawn Field-London Line Now in Service 


construction of the natural gas pipe line 
recently completed by the Union Gas Co. of 
Canada, Ltd., which headquarters at Chat- 
ham, Ontario. The line originates in the 
Dawn Field in Lambton County and runs to 
London, Ontario. 
The pipe line route traverses rolling farm 
land, partially wooded, and negotiates four 
river crossings. 


2 om two views above show phases of 


It consists of 52 miles of 1034-inch O. D. 
steel pipe, 14 miles of 854-inch, with mis- 
cellaneous amounts of 44-inch. It is de- 
signed to operate at a working pressure of 
approximately 300 pounds, is _ Dresser- 
coupled, and is coated with Barrett products. 

Photographs above are published through 
the courtesy of S. R. Dresser Manufacturing 
Co. 


Coast Counties Again Makes 
"Free Gas" Offer 


OAST Counties Gas and Electric Co., 
headquartering in Santa Cruz, Calif., is 


making a “free gas” offer to domestic con- 


sumers during the months of February and 
March. A similar campaign was conducted 
by the company in the early months of 1935 
during which free gas was offered to com- 
mercial consumers as well as domestic. 


The free gas offer consists of unlimited 
use of gas for all domestic purposes during 
the months of February and March, the con- 
sumers to be billed for these months in the 
amount of their January bills regardless of 
the amount used in excess of January. The 
bills for the two months of the campaign are 
stamped to indicate what the amount of the 
bills would have been without the free gas 
offer and to call attention to the rates ap- 
plicable in the higher blocks. Newspaper ad- 
vertising is used during the campaign, ex- 
plaining the plan and special inducements 
are offered for the purchase of gas appli- 
ances. 


Testing Laboratories Note New Trends 
in Water Heater Construction 


ROM recent new gas water heater 

models submitted for approval to the A. 
G. A. Testing Laboratories, a trend toward 
low-demand heaters of rectangular, modern 
design is apparent. Among those submitted 
of late are a number of models of instan- 
taneous units designed for small demands, 
which in the main are for single purpose 


applications, several being wall type. To 
minimize excessive condensation on long 
water coils, smaller coils are being used and 
the shortened length is being compensated 
for by using more fins and other heat ab- 
scrbing surfaces. A few wall type instan- 
taneous water heaters of ultra-modern design 
have been submitted which are suitable for 
large central system deliveries. 


There is also a tendency toward the manu- 
facture of multiple-rate water heaters with 
provision for adjusting to suit different cus- 
tomer output demand. All models must con- 
form to the new standard requirements of 70 
per cent thermal efficiency and of provision 
for water temperature and pressure limiting 
control. 


Oklahoma Utilities Assn. Changes Name; 
Annual Meeting March 23 


The name of Oklahoma Utilities Associa- 
tion has been changed to Oklahoma Gas and 
Electric Utilities Association, and its head- 
quarters is now at 626 Biltmore, Oklahoma 
City. 

The association will hold its annual meet- 
ing on the evening of March 23, with a din- 
ner and dance, and a speaking program on 
which a number of prominent utility execu- 
tives will appear. Among the speakers will 
be Judge S. I. McElhoes of the Southwestern 
Light and Power Co., Dr. F. R. Moulton of 
Chicago, Earl Hodges of the Cities Service 
Co., Frank P. Long of Oklahoma Natural 
Gas Co.; J. F. Owens of Oklahoma Gas and 
Electric Co, and Judge R. D. Garver of the 
Gas Service Co. 
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mous added last year 


totalling 


24 MILLION MCF 


ONGRESS didn’t debate its entrance into the Union. Newspapers didn’t 

carry a word about it. Yet in 1935, so far as the gas industry was con- 
cerned, the equal of a new state the size of Nebraska or Washington was 
added to the nation’s total gas consumption. 

This 49th state was not the result of opening up new territory. Not a 
single penny of plant outlay or maintenance expense was required to supply 
gas to it. The whole new and valuable load which it contributed was added 
simply, permanently, by the installation of gas refrigerators. 

During this single year, gas refrigeration increased the annual load of 
the gas companies of America by more than two and a half million MCF. 
And, increased load was only one—though vitally important— benefit which 
accrued to the gas industry through the sale of refrigerators. 

Superior in performance and convenience to other types of automatic 
refrigerator, every gas refrigerator installed publicizes the modernity of gas 
as fuel... builds customer good-will for the gas company and the whole 
gas industry. It protects the cooking load, too, by helping to insure all-gas 
kitchens. And because of the satisfaction it gives, gas refrigeration creates 
new interest in other gas-using appliances. 

This year offers your company a not-to-be-missed opportunity to win 
more homes to gas refrigeration. Take advantage of the ever-growing ac- 
ceptance of gas refrigeration ... take advantage of the big sales features of 
the new and finer Electrolux ...to March to Leadership with Gas Refrigeration 
in your community during 1936! For our part, we offer fullest merchandising 
and sales cooperation—just write and tell us how we can help you. Servel, 
Inc., Electrolux Refrigerator Sales Division, Evansville, Ind. 
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Sales Totals Soar for San Joaquin Light and Power 


AN JOAQUIN Light and Power Co., 
which serves natural gas in Fresno and 
a number of other districts in San Joaquin 
Valley, Calif., during its last year’s heating 
campaign, conducted from September 1 to 
December 31, sold 4,640 gas appliances, not 
including replacement ranges, according to 
information furnished Western Gas by Monty 
C. Pfyl of the sales department. This figure 
is composed of 1,557 ranges selling at an 
average retail price of $75; 694 water heat- 
ers, at $50; 348 radiant heaters, at $15; 563 
floor furnaces, at $60; 1,221 circulating heat- 
ers at $50; 137 central furnaces, at $300; and 
120 refrigerators at $250. Total approximate 
retail value of appliances sold was $317,065, 
exclusive of building heating and surplus gas 
equipment, representing 129,215 M c.f. of new 
load and 144 per cent of quota established 
for the drive. 

These results were achieved by 13 sales- 
men in a field of 32,083 domestic meters, as 
of December 31, 1935. ‘Total number of 
meters on the company’s lines was 36,035, a 
gain of 1,900 meters since the close of 1924. 

During October, second month of the cam- 
paign, the company offered to pay one-third 
of dealer advertising cests in certain specified 
newspapers and over certain radio stations. 
The rebate was applicable only on that por- 
tion of the newspaper advertisement which 
was devoted to gas automatic water heaters, 
floor furnaces, circulating heaters, or central 
furnaces; and in the case of radio advertis- 
ing, the entire program had to be devoted 
to these appliances. 


According to a schedule announced to deal- 
ers in advance, San Joaquin Light and Power 
ran advertisements in local papers through- 
out its area stressing the advantages of gas 
heating run over the signature “Your Appli- 
ance Dealer.” These insertions occupied the 
dominant space on the page, and dealers were 
encouraged to spot their advertisements on 
the same page, so that full pages devoted to 
gas heating and appliances appeared period- 
ically during the campaign. Billboard ad- 
vertisements featuring natural gas appliances 
appeared in several of the principal towns 
in the area to reinforce these efforts. 

Credit allowances to salesmen were alloted 
on the basis of estimated annual Mc.f. 
load and estimated annual revenue. Credit 
allowance on central heating boilers was 
given on the basis of annual consump- 
tion, and on the product of the boiler rating 
in square feet by 22 cents for steam boilers, 
and by 14 cents for hot water boilers; con- 
version burners were computed on the basis 
of annual consumption and on the product 
of the boiler rating in square feet by 27 
cents for steam boilers, and by 17 cents for 
hot water boilers. 

For each month during the campaign a 
bonus of $10 was paid to the salesman sell- 
ing the highest percentage of his campaign 
quota for the month. A $25 bonus was paid 
to the salesman exceeding quota by the great- 
est percentage for the entire campaign, $15 
to the second ranking salesman and $10 to 
the third. Salesmen who failed to reach their 
quotas were not eligible for the final prizes. 


Escondido Line Planned by San Diego Consolidated 


AN DIEGO Consolidated Gas and Elec- 

tric Co. has an application on file with 
the California Railroad Commission to exer- 
cise a franchise for natural gas service at 
Escondido, Calif. The franchise will become 
effective early in March. 

Service of natural gas to Escondido will 
involve construction of a 15-mile 3-inch high 
pressure line from a point 3 miles south of 
Oceanside to Escondido, bringing gas from 
the Southern Counties Gas Co. transmission 
line running south to San Diego. Work on 
the line will begin in April, subject to Rail- 
road Commission approval of the franchise. 

There are about 600 customers at Escon- 


dido, and changing over appliances, now ad- 
justed for oil gas, will take place during the 
summer. Company personnel will be used 
entirely, as the work will be of short dura- 
tion. 

An auxiliary butane-air plant, formerly 
located at Oceanside, will be moved to Escon- 
dido to serve as stand-by. At Oceanside the 
plant was used as stand-by at the time when 
this town was served with manufactured gas 
from San Diego. ‘The Oceanside oil gas 
plant, which has not been in use for several 
years, is being dismantled at the present 
time. 


Odorless Gas Log Developed by Los Angeles Firm 


OLONIAL SHOPS, Los Angeles, has 

placed on the market a recently devel- 
oped A.G.A. approved odorless gas log 
known as Glo-Fire. The Glo-Fire unit con- 
sists of a bank of three logs made of a highly 
refractory ceramic material and closely re- 
sembles oak logs. 

A new departure in gas log design is 
embodied in that combustion takes place 
within the logs, completely out of sight ex- 
cept where an incandescence appears between 
the two front logs. The lower front log, 
which is the largest, constitutes the combus- 
tion chamber, the front wall of which is im- 


perforate, relatively thin and of high heat 
conductivity. The rear wall is relatively 
thick and of low heat conductivity. An 
aspirating burner in the lower portion of the 
chamber supplies a mixture of gas and pri- 
mary air sufficient for partial combustion. 
Secondary air for completing combustion is 
admitted to the chamber from below the 
rear wall, passing between the burning gas 
issuing from the burner and the rear wall, 
so that the secondary air is preheated within 
the chamber before admixture with the burn- 
ing gases. This admixture takes place in 
the upper portion of the chamber which is 
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vented at the top for the discharge of the 
products of combustion. As the final stage 
of the combustion takes place, the upper 
front of the chamber is heated to an incan- 
descent glow and causes the same effect on 
superimposed logs above the vent. 

In the process of manufacture Glo-Fire 
logs are kiln-fired to a temperature three 
times as high as that when the heater is in 
operation. 

The patented method of introducing and 
preheating the secondary air maintains an 
oxidizing atmosphere throughout the com- 
bustion area, preventing the depositing of 
carbon in or upon the chamber walls. 


Breakfast in 6 Minutes! 


(Continued from Page 11) 


grounds for dissatisfaction on this count. 
Stop watches were used for timing. 

In Nashville the contest finals were broad- 
cast over one of the local radio stations, with 
such good effect that the state finals were 
also broadcast. This feature was a fine in- 
terest-builder, with many evidences that the 
broadcasts were widely heard. There was 
a good element of humor in these broadcasts. 
The typical announcement first covered con- 
test details briefly, then started the entrants 
off with the word “GO,” and thereafter ran 
something as follows: 

“They're off . . . they’re placing the pans 
in their proper places ... Mrs. Jones is fill- 
ing her coffee-maker with water ... Mrs. 
Smith is closely following her... they’re 
neck and neck... both are un-wrapping 
their bacon . . . listen to the speed of those 
eggs being cracked and placed in the skillets 
. . » Mrs. Smith is doing everything at once, 
mixing eggs with her left hand, turning the 
bacon with her right, closing the oven with 
her knee, watching the coffee with her eyes, 
and generally speaking, doing everything 
except sweep the floor... .” 

And so on until the first to complete the 
meal had looked at the time keeper and given 
the word, “Finished!” 

In the opinions of those conducting the 
above contest, the event definitely proved 
speed, and created more general interest 
than any cooking school or function of the 
same general nature that had ever been at- 
tempted before. For a competitive territory 
where gas for cooking is being subjected to 
the heaviest sort of electric broadsides, the 
value of the contest is unquestionable, and it 
should have merit in most localities where 
the competition is only normal. 

One subtle tribute to the appropriateness 
of “Breakfast in 6 Minutes” as a key slogan 
came from a Nashville laundry, which pub- 
lished an advertisement headed “Washing’s 
Done in 6 Minutes,” while contest interest 
was at its height. 

Mr. Leverette, who was instrumental in 
staging the contest, last month described it 
on the program of the Southern Gas Associ- 
ation and Southern-Southwest Regional Gas 
Sales Conference at New Orleans, and by 
way of illustration, two demonstration break- 
fasts were cooked simultaneously for the 
benefit of the delegates—one by a New Or- 
leans Public Service “home service demon- 
strator, and one by a Nashville Gas Co. 
salesman. 
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TWO GREAT NEW GAS UNITS 
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Here are two logical answers to the load-building question. 
Mueller’s new Gas-Fired Boiler for small homes comes 
into the market at a time when new home building and 
modernization are hitting a rapid stride. 


New Mueller 
Gas Era Boiler 


Adaptable to steam, hot water or 
vapor heating. The new Series 
"A" (54 inches high and 28 
inches deep) are ideally suited 
to small home heating. They are 
also adaptable to any system of 
heating or air conditioning em- 
ploying radiation, convectors, 
pipe coils, unit heaters or blast 
heating surfaces. Go after this 
profitable gas load. Get all the 
facts about these remarkable new 
Mueller Boilers. Write at once. 


All signs point to a decided swing 
to designed gas equipment and 
Mueller is ready with a complete 
line of Gas-Era Boilers and Fur- 


naces to meet every requirement. 


Muelleraire Opens 
New Market 
Among Stores 


Great new opportunities for selling 
gas heat to stores, showrooms, 
small factories, garages, etc., are 
opened with Mueller’s new, port- 


able, gas-fired Muelleraire. 
Frequently the load you get with 


the Muelleraire is located close to 
existing gas supply. It costs little 
or nothing to connect it. Read 
about this wonderful revolutionary 
device. Then go after this load now. 
Write for booklet W-G-3. Address 
L. J. Mueller Furnace Co., Milwau- 
kee, Wisconsin, also manufacturers 
of the popular Gas Era Furnaces— 


both steel and deluxe cast iron. 
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New Muelleraire 
Unit Heater 


This portable gas-fired air condi- 
tioning unit heats, filters, humidi 
fies the air and distributes it by 
forced circulation. Every store 
showroom, small factory in your 
community is a prospect. Count 
them over. Figure the profitable 
load that can be built by mer 
chandising this popular and revo- 
lutionary gas heater. Get all the 


facts today. 


MUELLER e MILWAUKEE 


L. J. MUELLER FURNACE CO. MILWAUKEE, WIS. 
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4th Nation-Wide Refrigeration Drive Begins in April 
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B. H. Gardner inspects the “Sword of 
Merit,” trophy in the forthcoming re- 
frigeration campaign 


HIS vear’s refrigeration campaign will 

be the fourth nation-wide gas-operated 
refrigerator drive sponsored by the American 
Gas Association Refrigeration Committee, 
and will last through April, May and June. 
It will be known as the “Leadership Cam- 
paign”, with a gold-hilted “Sword of Merit” 
as its symbol. 

Prize awards to individual companies are 
to be larger than ever before and cash awards 
to salesmen will be about double those of last 
year. Eight Swords of Merit will be pre- 
sented to the eight companies who make the 
highest records in their respective divisions. 
More than 1,000 awards, including $24,320 
in cash, constitute the stake. Company sales- 
men will be awarded a total of $12,320; 
$7,200, comprising 720 awards, will go to 
high retail salesmen during each month of 
the campaign; $5,120 will go to retail sales- 
men making the highest records during the 
entire campaign. Gold “medals of merit” will 
be presented to all salesmen who make the 
best showing during the drive. In addition to 
the eight swords for the highest ranking 
companies, 60 cash awards amounting to 
$12,000 will be presented, and a cash prize 
goes with each sword. Companies in the first, 
second and third divisions making the most 


installations per 10,000 meters will receive 
additional cash awards. 

Last vear’s campaign achieved a registra- 
tion of nine million meters, and this year’s 
has ten million for its objective. In _ the 
Leadership Campaign competing companies 
will be divided into eight groups. Two divi- 
sions will be composed of companies com- 
peting among themselves on the basis of 
percentage of increased installations during 
the 1935 campaign. The first division will 
consist of seven metropolitan gas companies, 
the second, of six companies that made out- 
standing showings in Division B of the 1935 
campaign. 

Six divisions will be made up of all re- 
maining companies grouped according to the 
number of domestic meters on their lines, and 
will compete on the basis of total installa- 
tions for the drive. These divisions are the 
third division, companies having over 40,000 
meters; fourth division, 20,001 to 40,000 me- 
ters; fifth division, 10,001 to 20,000; sixth 
division, 5,001 to 10,000; seventh division, 
1,001 to 5,000; and eighth division, 1,000 
meters or less. 

For the first time, home service depart- 
ments of gas companies will participate in 
the awards, $50 in cash going to the home 
service department of each company that 
wins a Sword of Merit or that wins first 
place on installations per 10,000 meters. 


As in previous campaigns, the awards are 
based on installations of Electrolux refriger- 
ators, the contest having been planned by 
the Committee in collaboration with the 
Electrolux Refrigerator Sales Division of 
Servel, Inc. In working out the details of 
the campaign, the Committee had the assist- 
ance of H. S. Boyle, promotion manager of 
Servel, Inc., the aim of the Committee hav- 
ing been to have the campaign tie in with 
the promotional and advertising program of 
the Electrolux company, the largest in its 
history. 

Members of the 1936 A.G.A. Refrigera- 
tion Committee are as follows: B. H. Gard- 
ner, Columbia System, Columbus, Ohio, chair- 
man; F. C. Armbruster, Middle West Corp..,, 
Chicago, Ill.; E. J. Boyer, Minneapolis 
(Minn.) Gas Light Co.; James F. Orr, 
Central Illinois Public Service Co., Spring- 
field, Ill.; John J. Quinn, Boston (Mass. ) 
Consolidated Gas Co.; George L. Roach, 
Servel, Inc., Evansville, Ind.; E. C. Weston, 
Pennsylvania Electric Corp., Terre Haute, 
Ind.; and John W. West, Jr., secretary. 


A. G. A. Natural Gas Meeting Program Taking Form 


RRANGEMENTS for the ninth annual 

meeting of the Natural Gas Depart- 
ment of the American Gas Association, 
which will convene at Dallas, Texas, May 
§ to 8, 1936, are beginning to take fina! 
form. 


William Moeller, Jr., chairman of the de- 
partment, was in Dallas several days during 
the week of February 3, conferring with 
the convention committee members and A. E. 
Higgins, secretary of the department, who 
has headquarters in Dallas. It is expected 


that the program will be completed in the 
early part of March. 

General convention arrangements will be 
in the hands of a committee composed of 
R. G. Soper, General Chairman; L. B. Den- 
ning, Jr., Transportation; C. K. Patton, Re- 
ception and Attendance; Geo. Martin, Pro- 
gram Arrangements; B. R. Newberry, En- 
tertainment; W. C. Grant, Publicity. 

The Lone Star Gas Co. will serve as the 
host company and all the members of the 
convention committee are Lone Star men. 
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The Adolphus and Baker Hotels have been 
designated as headquarters hotels. General 
sessions and the annual banquet will be held 
at the Baker Hotel, and the parallel sessions 
and committee meetings will be held at the 
Adolphus Hotel. 


James L. Stone Elected President 
Spokane Gas & Fuel Co. 


prec L. STONE, vice-president and 
general manager of the Spokane ( Wash.) 
Gas & Fuel Co., has been elected president 
of the company and will continue as general 
manager. 

Mr. Stone first en- 
tered the gas industry 
in 1905 at Denver, 
serving variously as 
collection clerk, book- 
keeper, contract clerk 
and salesman. In 1913 
he became _ salesman 
for the Toledo Edison 
Co., and in April of 
the year following was 
transferred to Mans- 
field, Ohio, as new 
business manager of 
the Ohio Public Serv- 
ice Co. He was next transferred to Salina, 
Kan., in November, 1919, as vice-president 
and general manager of the Salina Light 
and Power Co. In May, 1921, he became 
vice-president and general manager of the 
Ohio Public Service Co. at Alliance, Ohio. 

Mr. Stone came to Spokane in November, 
1923, as vice-president and general manager 
of the Spokane Gas & Fuel Co. He has had 
an active part in Pacific Coast Gas Associa- 
tion affairs, serving as president of the 
organization in 1932. 


JAMES L. STONE 


Mills Elected President of Kansas 


and Missouri Properties 

Geo. A. Mills, formerly field executive for 
the Middle West Utilities Co. and president 
of the Michigan Gas and Electric Co., was 
elected president of the Kansas Electric 
Power Co., Lawrence, Kan., on January 6 
and was elected president of the Missouri 
Gas and Electric Service Co., Lexington, Mo., 
on January 11. In both cases Mr. Mills 
succeeds C. W. Amidon, who passed away 
November 25. 

During the past 20 years Mr. Mills has 
been associated with utility properties, first 
in Winnipeg, Canada, then with the Wis- 
consin Division of the Northern States 
Power Co. at Eau Claire, the Kewanee (lIll.) 
Public Service Co. and with the Central and 
Southwest Utilities Co. at Dallas. He be- 
came field executive with the Middle West 
Utilities Co. about two years ago. 


Portland, Ore., 1935 Business Up 


Portland (Ore.) Gas & Coke Co. had a 
12 per cent increase for 1935 in volume of 
gas sold over that for 1934, according to the 
report of Paul B. McKee, president. Oper- 
ating revenues were up $174,293 over the 
previous year. This gain, however, was off- 
set by a $262,451 increase in operating ex- 
penses, $115,522 of which went for 1935 in- 
tensive new business _promotion activities. 
Appliance sales for the year are estimated to 
have added $175,000 in annual operating 
revenue. 
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MAGIC CHEF GAS RANGE 


@ Today, Mrs. Modern buys a gas range 
pretty much as she does a motor car. She 


1400 


replaces her old range when there are still 


many meals left in it just as she replaces 


her outmoded car when there are still many 


miles left in it. 


She buys a new range because she wants 


the new style, new beauty, new convenience 
and all the advanced features that only a 


modern gas range can give her. 


In Magic Chef Series 1400, gas companies 
and dealers have found the modern gas 
range that completely satisfies Mrs. Modern’s 
buying urge. Back of its advanced style 
and up-to-the-minute efficiency is an exten- 


sive and sustained national advertising 


campaign to help him develop his gas range 
business to utmost strength against the 
competition of other fuels. Through this 
advertising and the selling power of the 
complete Magic Chef line, American Stove 
Company offers needed and practical co- 


operation in protecting the gas cooking load. 


AMERICAN STOVE COMPANY 


BOSTON « NEW YORK « ATLANTA*s CLEVELAND+ CHICAGO 
ST.LOUIS e PHILADELPHIA « SAN FRANCISCO « LOS ANGELES 


LOOK FOR THE RED 
WHEEL WHEN YOU 
BUY A MAGIC CHEF 


AMERICAN STOVE<“COMPANY 
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Stage setting and puppets used by the P. G. and E. East Bay Division in presenting a 
dramatization of its 1936 sales promotion program. 


Puppet Show Dramatizes P. G. and E. Sales Story 


novel presentation of the 1936 sales 
A promotion story was made by the East 
Bay Division of Pacific Gas and Electric Co. 
in the several towns which it serves on the 
east side of San Francisco Bay. Puppets were 
used to dramatize a story of sales opportu- 
nities and promotional activities engaged in 
by the company for its gas and electric ap- 
pliance dealers and company employees. 

A large book, 4 by 5 feet, entitled “Gas 
and Electricity—The Best Sellers for 1936,” 
served as background for the puppet stage 
setting, and the fourteen pages revealed dur- 
ing the progress of the show told the promo- 
tional story by statistical charts and graphs. 

A puppet in evening dress acting as master 
of ceremonies introduced members of the 
cast: Mrs. Annie Customer, a housewife; Mr. 
Hunter, P. G. and E. sales service represent- 
ative; Ray Haberdasher, proprietor of the 
haberdashery store; Mr. Graham Industrial- 


ist; Mr. Ed. Electrical Contractor, and Kilo- 
watt, the dog. 

The puppet master of ceremonies gave the 
welcoming address, and as he turned the 
pages, explained the various statistical charts, 
gave highlights on the customer interest in 
appliances through sales service survey, re- 
sults of the dealer appliance activities in 
1935, market analysis for 1936 and the co- 
operative selling program of the company 
utilizing advertising, prospects, campaigns 
and dealer organizations. Lightened through- 
out by engaging bits of humor, the presenta- 
tion was at once instructive and entertaining. 

L. F. Galbraith is East Bay Division sales 
manager and directed the presentation of 
the 1936 sales program in the division. Perry 
Dilley, head of the University of California 
School of puppetry, operated the show. Mem- 
bers of the East Bay sales department de- 
veloped the idea and wrote the script. 


Southern Gas Assn. Officers Elected at New Orleans 


ITH hospitable New Orleans as a 

background, the Mardi Gras about to 
get under way, and a fine business program 
arranged, the Southern Gas _ Association 
found no difficulty in getting a crowd out 
for its joint meeting with the Southern- 
Southwestern Regional Gas Sales Conference 
last month. Dates were February 19 to 22 
inclusive and headquarters were at the 
Roosevelt Hotel. 

General sessions held mornings of the first 
three days, with sales conference meetings 
during the afternoons of the same days, and 
a home service program on the final day, 
plus a technical session and an industrial 
forum, made up a well rounded program 
for the more than 250 who were present at 
New Orleans. 

Elections of the Southern Gas Association 
brought the following into office for the new 


year: 

President—H. E. Meade, New Orleans 
Public Service, Inc., New Orleans. 

First Vice-President—Chester May, Com- 
munity Natural Gas Co., Dallas, Texas. 

Second Vice-President—H. G. Bonner, 


Knoxville Gas Co., Knoxville, Tenn. 

Secretary-Treasurer—S. L. Drumm, New 
Orleans Public Service, Inc., New Orleans. 

Directors: C. B. Wilson, Little Rock Gas 
and Fuel Co., Little Rock, Ark.; W. A. 
Hudson, Birmingham Gas Co., Birmingham, 
Ala.; W. E. Derwent, Geo. D. Roper Corp., 
Rockford, Ill.; John C. Dyer, Ruud Manu- 
facturing Co., Jacksonville, Fla.; W. A. Mc- 
Innis, Memphis Power & Light Co., Mem- 
phis, Tenn.; E. B. Ballinger, American Stove 
Co., St. Louis, Mo.; C. K. Patton, Dallas 
Gas Co., Dallas, Texas, and C. F. Carter, 
Nashville Gas & Heating Co., Nashville, 
Tenn. 

The very complete printed program pre- 
pared for the meetings included a story of 
Mardi Gras and some interesting background 
on the City of New Orleans for the benefit 
of delegates. Gas service is winding up its 
100th year in New Orleans, and some of the 
industry’s local highlights were also pre- 
sented in the program pamphlet. 

C. B. Gamble of Birmingham, who headed 
the S..G. A. this past year, presided over the 
general sessions, with C. B. Wilson of Little 
Rock conducting the sales conference meet- 
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ings as chairman of the committee in charge. 
Albertine Berry, Dallas, directed the home 
service meeting, while Henry S. Jones of 
Memphis conducted the technical session. 
J. M. Clann of New Orleans was in charge 
of the industrial and commercial forum. Jay 
C. Barnes of the New Orleans host company 
was head of the entertainment committee. 

Western Gas for April will review a num- 
ber of the New Orleans program papers in 
detail. 
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Varied Program Due for Members 
of Missouri Association 


HE 1936 annual convention of the Mis- 

souri Association of Public Utilities will 
be held April 29, 30, and May 1 in St. Louis, 
Mo., at Hotel Jefferson, according to Jesse 
Blythe, assistant secretary of the Association. 
C. E. Michel, Union Electric Light & Power 
Co., St. Louis, is president. 

Among the speakers will be L. B. Denning, 
president of the American Gas Association; 
Alex Dow, president of the Detroit (Mich.) 
Edison Co.; D. W. Snyder, Jr., Jefferson 
City, Mo., president of the Missouri Power 
& Light Co.; G. S. Howland, Chicago, gen- 
eral manager of Electric Shops, Common- 
wealth Edison Co.; H. T. East, Chicago, 
Public Service Co. of Northern Illinois; W. 
Scott Johnson, St. Louis, Mo., sanitary engi- 
neer, St. Louis Department of Health; E. P. 
Gosling, St. Louis, Mo., president, Laclede 
Gas Light Co.; Louis H. Egan, St. Louis, 
Mo., president, Union Electric Light & Pow- 
er Co.; J. M. Strike, St. Joseph, Mo., St. 
Joseph Railway, Light, Heat & Power Co. 

An employees’ public speaking contest will 
be held on the evening of April 29 for em- 
ployees of member companies. There will be 
separate contests for men and for women. The 
subject for men is “The Utility’s Part in the 
Growth and Development of the Commun- 
ity,” and for women, “The American Home— 
How the Utilities Help Build It.” Fred 
Karr, of the Gas Service Co. at St. Joseph, 
is chairman of the speaking contest committee. 

A Safety Meeting on the afternoon of 
April 29 will open the convention. J. M. 
Strike, chairman of the Accident Prevention 
Committee, will preside. 

The Program Committee in charge of com- 
pleting the program is composed of Dudley 
Sanford, Webster Groves, Mo., St. Louis 
County Gas Co., chairman; C. J. Prashaw, 
Jefferson City, Mo., Missouri Power & Light 
Co.; L. W. Helmreich, Jefferson City, Mo., 
Capital City Water Co.; R. D. Lewis, St. 
Louis, Mo, Laclede Gas Light Co.; H. E. 
Scheark, Kansas City, Mo., Kansas City 
Power & Light Co.; R. L. Shuck, Springfield, 
Mo., Springfield Gas & Electric Co. 


Chain Store Tax Hits Merchandising 


Community Natural Gas Co., headquarter- 
ing in. Dallas, Texas, has discontinued its 
district merchandising activities in Texas as 
the result of the passage of the chain store 
tax (House Bill No. 18) at the first called 
session of the 44th Legislature of the State 
of Texas. Merchandise stores at 10 district 
headquarters, merchandise displays at six 
sub-district offices and at dealer stores have 
been discontinued and 73 dealer contracts 
have been cancelled. 
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THE NEW LOW PRICES OF 
BURNERS 


WILL AID YOUR 
APPLIANCE SALES 


Barber Burners are especially adapt- 
able to Banana Room Heaters, Circu- 
lating Heaters, Clothes Dryers, Coffee 
Roasters, Coffee Urns, Cone Machines, 
Floor Furnaces, Pop Corn Machines, 
Garage Heaters, Gas Hair Dryers, 
Laundry Stoves, Space Heaters, Steam 
Tables, Sterilizers, Vulcanizers, Warm- 


ing Ovens, Water Heaters and numer- 


ous other appliances. 


Our Engineering Department will 
gladly cooperate with you in specify- 
ing the proper Barber Burner equip- 
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THE BARBER GAS BURNER CO. 


3702-4 Superior Ave. - - - Cleveland, Ohio 
Southern California Distributors-Talbot & Clark-912 E.3raSt.,LosAngeles 
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THE B. A. FUEL ESTIMATOR 


ESTIMATES FUEL CONSUMPTION FOR HEATING, BUILDINGS; COMPARES COAL , OIL OR GAS 
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WARM AIR—BLOWER AND GRAVITY SYSTEMS HEATING CALCULATOR HOW WATER. STEAM, AND VAPOR SYSTEMS 
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122 S MICHIGAN AVE. CHICACO, ILLINOIS 


Slide Rule Devices for Rapid Calculation of Heating Requirements 


HE Calculator Specialties Co., Chi- 

cago, is offering a new and interesting 
device for heating men, which is known as 
the B. A. Fuel Estimator. This device is a 
simple slide rule combination for easy esti- 
mation of fuel consumption for heating of 
any building, whether the fuel be gas, oil 
or coal. It also can be used to compare 
coal, oil and gas requirements for any heat- 


ing operation. The device makes it easy to 
combine the fundamental variables of cal- 
culations without the necessity of remem- 
bering formulae or constants. 

The B. A. Fuel Estimator was developed 
by B. A. Johnson, staff engineer in the Space 
Heating Division of the Peoples Gas Light 
and Coke Co., after considerable field work 
had indicated that it would be useful for 


quick and accurate figuring. It is now a 
companion to the Calculator Specialties Co.’s 
Heating Calculator which has been on the 
market for some time and is gaining ac- 
ceptance because of its usefulness, particu- 
larly in warm air duct layout calculations. 

The B. A. Fuel Estimator is sold exclu- 
sively by the Calculator Specialties Co., 122 
S. Michigan Ave., Chicago. 


Mid-West Corp. Operating Executives 
Hold Annual Meeting 


HE annual meeting of executives and 
§ beothones managers of operating prop- 
erties of the Mid-West Corp., of Chicago, 
was held in the headquarters office of the 
company February 12 through 14. One 
hundred executives of the company attended 
sessions during the three days. 

Problems pertaining to gas, power and 
light were dealt with at the conference with 
the following papers being read on gas 
subjects: 

“Load Building Results 1935,” Fred Arm- 
bruster, supervisor gas utilties, Middle West 
Service Co.; “Industrial Gas House Heat- 
ing and Air Conditioning Progress for 
1935,” Henrv O. Loebell, new business man- 
ager, Natural Gas Pipeline Co. of America; 
“Load Building After Conversion from Man- 
ufactured to Natural Gas,” C. L. Sand- 
stedt, secy-treas. Northwest Public Service 
Co., Huron, S. D.; “Load Building on Na- 
tural Gas Properties,” James F. Orr, vice- 
president, Central Illinois Public Service Co., 
Springfield, Ill.; “Promotion of Autamatic 
Water Heater Sales on Manufactured Gas 
Properties,” George Donald, general super- 


intendent, Michigan Gas and Electric Co, 
Ashland, Wis.: 


“Potential Load Possibili- 


ties on Present Manufactured Gas Facilities,” 
F. W. Hainer, supervisor of gas utilities, 


Wisconsin Power & Light Co., Madison, Wis. 


Engineers Discuss Gas Applications in 
Lime Burning and Glass Industry 


The Gas Engineers Section of Western 
Society of Engineers, which meets each month 
in the Chicago headquarters of the organiza- 
tion, featured discussions on “Burning Lime 
with Gas Fuel” and the “Application of Gas 
in the Glass Industry” at its meeting held on 
February 7. 

Joseph Kahn of the Industrial Department, 
of Peoples Gas Light & Coke Co., led the 
discussion on burning lime, with C. F. Hen- 
ness, manager of gas sales of Public Service 
Co. of Northern Illinois, describing his com- 
pany’s installations in the glass industry. 
Hugh E. Ferguson, plant testing engineer of 
the Peoples Gas Light & Coke Co., is chair- 
man of the section. The next meeting of the 
section will be held March 9th. 


Eccles Transferred to Tucumcari 


Harold Eccles, manager of the Gas Co. of 
New Mexico office at Portales, has been trans- 
ferred to Tucumcari, succeeding B. D. Wal- 
lace who resigned. 


Portland Gas & Coke Sales 
Department Advancements 


Joe D. Ingram, manager of residential 
sales, Portland (Ore.) Gas & Coke Co., was 
promoted to the position of assistant to the 
commercial manager on January 10, accord- 
ing to announcement made by B. H. Parkin- 
son, commercial manager. Thomas H. Bai- 
ley, a sales supervisor, was made manager 
of residential sales. 

David H. Gowans, Jr., territorial repre- 
sentative in Oregon City, was named agent 
for the Albany-Corvallis territory. John H. 
Small, salesman at Oregon City, was ad- 
vanced to the position of territorial repre- 
sentative. 


Glencoe Grants Natural 
Gas Franchise 


The Union Gas Co. of Canada _ Ltd., 
Chatham, Ontario, was granted a franchise 
in January to serve natural gas in the town 
of Glencoe, Ontario. Glencoe has a popula- 
tion of about 1,000 inhabitants and lies with- 
in a mile of the company’s new 10-inch 
transmission line from the Dawn Field to 
London. The franchise calls for construction 
to begin within 18 months from date of 
granting of the franchise. 
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@ Universal presents to the gas utility in- 
dustry a gas range that elevates cooking to 
its highest plane of convenience and mod- 
ernity. In all divisions of cookery—Top 
Burner, Broiling, and Oven—the Universal 
introduces new and higher standards of 
cooking performance. 


The Universal is designed and engineered 
with the two-fold purpose of enabling gas 
utility companies to modernize the domestic 
gas cooking service and to adequately com- 
bat electric competition. 


The installation of Universal Gas Ranges on 
the mains of any gas company is insurance 
against possible inroads on the domestic 
gas cooking load, as Universal brings to the 
consumer a new conception of the merits of 
gas as a cooking fuel plus a new freedom 
from the objectionable elements of cooking 
which were formerly the common lot of the 
“Lady Who Cooks.” In brief, it creates satis- 
fied gas consumers. 


Universal—from the standpoint of the range 
itself—the ozganization—and its sales pro- 
motional helps—is ideally equipped to co- 
operate with gas utility companies in pro- 
moting the sale of truly modern gas ranges. 


UNIVERSAL Gece danges 


MANUFACTURED BY CRIBBEN & SEXTON COMPANY, 700 N. SACRAMENTO BLVD., CHICAGO, ILLINOIS 


THE 
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SERVICE 


The Simmer - Save Burner, 
with its controlled boiling 
heat, makes possible Sim- 
mer-Save Cookery—a 
more modern, simple, cer- 
tain and vastly improved 
method of top burner 
cooking. The steps in 
Simmer-Save Cookery are 
simplicity itself. There is 
nothing for the Home- 
maker to learn anew. 


No special type of cooking utensil 
is required with Simmer-Save 
Cookery. The ordinary cooking 
pan will give equally as satisfac- 
tory results as the most expensive 
cooking vessel. 


With Simmer-Save Cookery only 
a small amount of water is used. 
The Simmer-Save Burner also 
makes possible waterless cooking. 


The covered vessel is placed over 
the Simmer-Save Burner and the 
burner turned to fast heat in order 
to bring water to boiling point in 
shortest space of time. 


When water has reached boiling 
point, burner is turned to Simmer- 
Save section, it will then maintain 
a gentle boiling action until food 


is cooked. 


The Simmer-Save Burner with its 
controlled boiling heat does not 
rapidly evaporate the water. Aiter 
the cooking was completed, nearly 
as much liquid remained as was 
originally put in cooking utensil. 


Simmer-Save Cookery is clean and 
labor-saving—it does not blacken 
pots and pans. Note: The bottom of 
the utensil used for cooking the 
vegetables was free from soot and 
just as clean as when the cooking 
started. 
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Mid-West Gas Association 31st Convention Plans Set 


HE 31st annual convention of the Mid- 

West Gas Association is to be held at 
the Radisson Hotel, Minneapolis, Minn., April 
13 to 15. According to the program sup- 
plied Western Gas by R. B. Searing, secre- 
tary-treasurer of the Association, the follow- 
ing papers will be presented: 

Address— Hugh S&S. Magill, president, 
American Federation of Investors Inc., Chi- 
cago, Ill. 

Selling Hot Water Service—H. N. Ram- 
sey, president, Welsbach Co., Gloucester 
City, N. J. 

Load Building by Water Heating—F. C. 
Armbruster, Middlewest Utilities Co., Chi- 
cago, Ill. 

Commercial Gas Equipment—C. H. 
French, Standard Gas Equipment Corp., 
New York, N. Y. 

Servicing of Restaurant and Hotel Gas 
Equipment—C. F. A. Schuldt, Northern 
States Power Co., St. Paul, Minn. 

Househeating—J. E. Swenson, Minneapolis 
Gas Light Co., Minneapolis, Minn. 

Regulating Equipment for Gas Fired Furn- 
aces — A. C. Grant, commercial engineer, 
Minneapolis-Honeywell Regulator Co., Min- 
neapolis, Minn. 

Chimneys: Past, Present, and Future— 
Robert L. Klar, Des Moines Gas Co., Des 
Moines, Iowa. 

The Association of Gas Appliance and 
Equipment Manufacturers and Its Relation 
to the Gas Industry— George E. Frazer, 
Frazer & Torbet, Certified Public Account- 
ants, Chicago, IIl. 


Tomorrow for the Gas Industry—Major 
Alexander Forward, managing director, 
American Gas Association, New York, N. Y. 

Gas_ Refrigeration Load—E. Voneman, 
Montana-Dakota Power Co., Minneapolis, 
Minn. 

Gas Sales vs. Electric Sales—E. C. Sorby, 
sales promotion manager, Geo. D. Roper 
Corp., Rockford.,. Ill. 

Servicing of Customers’ Appliances—C. D. 
Robison, Metropolitan Utilities District, Om- 
aha, Neb. 

Reports of American Gas Association af- 
filation representatives also will be presented, 
including the following: Commercial Sec- 
tton—Stanley Taber, Iowa-Nebraska Light & 
Power Co., Lincoln, Neb. Accounting Sec- 
tion—H. C. Holder, Council Bluffs Gas Co., 
Council Bluffs, Iowa. Technical Section— 
L. J. Eck, Minneapolis Gas Light Co., Min- 
neapolis, Minn. Manufacturers’ Section—C. 
S. Hoyt, Minneapolis-Honeywell Regulator 
Co., Minneapolis, Minn. Industrial Section— 
Amos H. Abbott, Northern States Power Co., 
Minneapolis, Minn. 


Moody Heads New Arizona 
Natural Gas Co. 


The new gas company which is laying 
natural gas distribution systems in the towns 
of Superior and Coolidge in Arizona, has 
been incorporated as the Natural Gas Service 
Co. of Arizona, and headquarters at Supe- 
rior. Marshall A. Moody, who was formerly 


Write for 
Bulletin 


i—Low first cost. 
2—Easy to install. 
3—Silent, efficient operation. 


4—UNIT CONSTRUCTION. Suit every installation to exact 


308 load requirements. 
e 5—Burners for any size and type furnace readily assembled from 


stock of only 2 sizes of head and 3 sizes of manifold. 


‘Tae Denver Firt CLay CompANY 


DENVER (@= nh COLO.U.S.A. 
1 DFC | 


BRANCHES AT SALT LAKE CITY. EL PASO,AND NEW YORK 


DFC BOILER 
BURNER...Type D 


> 


Especially developed for con- 
verting cast iron and steel 
heating boilers, any size or 


type. 


Offers these distinct 
advantages: 


WESTERN GAS 


president of the Superior Light and Power 
Co., is president of the new company. J. B. 
Shea, formerly of the Southern California 
Edison Co. and more recently of the Arizona 
Edisun Co., is vice-president and general 
manager. Stanley Germane, Phoenix attorney, 
is secretary-treasurer. 

The rate for the two towns provides for a 
minimum monthly charge of $2 for the first 
200 cu. ft. and 59 cents per M c.f. in excess 
of 200 cu. ft. Negotiations are in progress 
for a distribution system in Florence which 
is about 4% miles from the Western Gas Co. 
carrier that runs to Superior. 


Mid-West Sales Conference 


(Continued from Page 18) 

As a supplement to this, 69 heaters were 
installed for a trial demonstration period of 
30 days, and 66 of these sold. These efforts 
resulted, as of January 1, 1936, in an auto- 
matic water heater saturation of 17 per cent 
of the customers. 


Gas Refrigeration 


K. W. Browne, Milwaukee Gas Light Coa,, 
told the Conference that gas refrigeration 
offers profit and additional load for 1936 and 
for many years to come. Through the increas- 
ing popular demand for domestic gas refrig- 
eration, the industry will be able to combine 
the much sought for gas sales and a highly 
desirable merchandise profit, at the same 
time protecting the cooking load by the dra- 
matic presence of the Electrolux in the cus- 
tomer’s kitchen. The Milwaukee company 
recently formed a specialized refrigeration 
sales department, which has been so success- 
ful that at least one special Electrolux sales- 
man for even the smallest company is advo- 
cated. 


ee 


Continental Laying 44-Mile Natural 
Gas Pipe Line 


Continental Oil Co., headquartering at 
Ponca City, Okla., late in January began 
laying a natural gas pipe line from the Tepe- 
tate Field, La., to Lake Charles, La. The gas 
line is being laid in the same trench with an 
oil line which the company also is construct- 
ing. The gas line is of 8-inch pipe, 44 miles 
long, and will supply the Mathieson Alkali 
Works at Lake Charles. 

Route of the pipe lines starts at Conoco’s 
Tepetate wells which are about 1% miles 
southwest of Redlich in Acadia Parish. 
From this point it proceeds southwest across 
Bayou Nezpique and Jefferson Davis Parish, 
passing just south of Fenton, continues 
across Bayou Arsene into Calcasieu Parish, 
skirts the town of Marion, crosses Calcasieu 
River and terminates on the north shore of 
Lake Charles. 


Owatonna Buys Distribution System 


The city of Owatonna, Minn., is reported 
to have purchased the gas franchise and gas 
distribution system of the Interstate Power 
Co. serving Owatonna for $125,000, and will 
take possession May 1. Natural gas will be 
served by the city to domestic consumers 
from a belt line previously layed in Owa- 
tonna by the Minnesota Northern Natural 
Gas Co. to serve a few industrials and pub- 
lic buildings as a municipal undertaking. 
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Check with RUUD for your 1936 gas water heaters. . . hand- 
fired and automatic, full-speed and low-speed, storage and 
faucet-action. RUUD is the all-markets line, blanketing every 


prospect from one faucet to a thousand. Made for all gas and 
water conditions. AND LOW IN PRICE! 


Write For Complete Details 


H. R. BASFORD COMPANY H. R. BASFORD COMPANY NORTHWEST GAS & ELECT. EQUPT. CO. 
665 Howard Street 911 S. Grand Avenue Public Service Building 
San Francisco, Calif. Los Angeles, Calif. Portland, Oregon 


RUUD MANUFACTURING COMPANY 
820 Carondelet Street 
New Orleans, Louisiana 


RUUD WATER HEATER COMPANY 
2018 Jackson Street 


Dallas, Texas 


WM. A. FLATT COMPANY 
1031 Santa Fe Drive 


Denver, Colorado 


J. H. FAGAN COMPANY ROBT. THOMPSON 
161 W. Wisconsin Avenue EARL G. BURWELL 1906 Washington Avenue 
Milwaukee, Wisconsin Casper, Wyoming St. Louis, Missouri 


RUUD MANUFACTURING COMPANY... Faecetory at Pittsburgh. Pa. 


LOW PRICED 
NEW MODELS 
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A. G. A. Distribution Conference to Meet April 6-8 


HE A.G.A. Distribution Conference 
‘te year will be held from April 6 to 
8, at Hotel Peabody in Memphis, Tenn. A 
feature of the program will be an address 
by an outstanding engineer who has been 
associated with the extension of natural gas 
through several states. The program and 
aims of the new Association of Gas Appli- 
ance and Equipment Manufacturers will be 
presented. 

The sub-committee on pipe joints and ma- 
terials, under the chairmanship of L. W. 
Tuttle, will report on expansion of mains, 
expansion joints, metals other than iron for 
pipe, and similar subjects. 

G. E. Hitz, who originally developed the 
method of sealing bell and spigot joints with 
liquids, will give a paper on this subject. 
Lee Holtz, general superintendent of manu- 
facture and distribution of the Southern Cal- 
ifornia Gas Co., will discuss pipe protection 
practices on the West Coast including expe- 
riences with the use of Cellophane and Koda- 
pack. Charles Turner, of Cleveland, Ohio, 
chairman of the sub-committee on pipe coat- 
ing and corrosion, will call attention to the 
research on the various phases of this sub- 
ject. 

J. R. McQueen, of the Washington Gas 
Light Co., will outline his company’s prac- 
tices in the education of maintenance and 
construction crews with respect to customer 
service. C. H. Waring, of Kansas City, will 
present a paper on equipment and methods 


used in leak detection. David Allen, last 
year’s meter sub-committee chairman, will 
present another report and H. B. Andersen, 
of the Philadelphia Gas Works Co., will sub- 
mit a paper on “Meter Design”, following 
up his initial paper on this subject last year. 

The luncheon conferences of last year will 
again have a prominent part in the coming 
sessions. D. P. Hartson is chairman of the 
Luncheon Conferences Committee. There will 
be five luncheon conferences which will con- 
vene at noon simultaneously on the first day 
and will devote as much of the afternoon 
as necessary to this activity. 

The five conferences are “Portable Equip- 
ment”, with Fred M. Goodwin, Boston Con- 
solidated Gas Co., acting as chairman; “Me- 
ters”, J. D. Von Maur, Consumers Gas Co. 
of Toronto, chairman; “Appliance Servic- 
ing’, M. I. Mix, Peoples Gas Light and Coke 
Co., chairman; “Regulators, Automatic Con- 
trol, etc.”, H. E. Bates, Peoples Gas Light 
and Coke Co., chairman; and the fifth group 
will discuss “Pipe”, covering such subjects as 
protective coatings, joint sealing materials, 
corrosion, repair, etc. 

There is no set program for the luncheon 
conferences, and members may bring up for 
discussion any subject of interest to the group. 
The Luncheon Conference Committee has 
arranged for a general session on the morn- 
ing of April 8, last day of the meeting, to 
review the subjects brought up at the five 
conference groups. 


FEATURES 


. 
5-horsepower airmotor gives 


Announcing a 
New High Power 


Horizontal Boring 
Machine 


Ths compact, high-speed Hydrauger model has been developed 


Easier 
to operate 
than ever 


PATENTED 


50% faster boring. 


New 4’8” boring bar sec- 
tions easier to handle. 


° 
Extra strong hi-tensile alloy 
boring bar joints. 


. 
New shaped cutters both 
cut and undercut at the 
same time for faster boring. 


Short, rigid frame requires 
less ditching for setting-up. 


om 
Higher speed boring insures 
greater accuracy. 


Bores holes 2'/.” to 14”. 


from many years’ experience in building horizontal boring machines. 
It embodies features of the larger sized Hydraugers plus other 
important refinements. 
It is a high-power, medium priced unit for rapid boring of hori- 
zontal holes up to I4/” in diameter. 
Important advantages are: greater ease of setting-up and boring; 
straighter boring; lowest cost and fastest installation of underground 
iping; and minimum investment. 

ydrauger units are indispensable when installing wrapped or coated 
pipes. They have been widely used to prevent pavement cutting, 


-ditching, traffic interruption, and destruction of lawns or gardens 


when installing horizontal piping. Installation costs are often re- 
duced 90%. In many instances where pavement cutting permits were 
refused the Hydrauger was the only possible solution. Invariably 
a Hydrauger will pay for itself within one year and often on a single 
job. Ask for full details of the new Hydrauger Model 2A-2X. 


HYDRAUGER CORPORATION, LTD. 


116 NEW MONTGOMERY ST. SAN FRANCISCO 


DRAUGER 
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1935 Banner Year for 
Gas Service Co. 


EW business departments of the Gas 

Service Co., headquartering in Kan- 
sas City, Mo., during 1935 enjoyed the best 
business since 1930, based on rental and sale 
of appliances for the year. It is estimated 
that appliance sales and rentals made dur- 
ing 1935 will increase the load by more than 
one billion cu. ft. per year, and increase an- 
nual revenue by more than $600,000. 

Total value of appliances sold and rented 
during 1935 is $1,920,267, of which $1,211, 
580 is credited to sales and $708,687, to rent- 
als. Appliance and installation sales and 
rentals increased over the preceding year by 
$1,001,149, or a 108.9 per cent increase. 
Domestic and industrial customers increased 
4,505. ‘Total number of appliances sold and 
rented was 21,403, which includes 2,662 cen- 
tral house heating installations, 3,734 large 
capacity space heaters for complete heating 
of homes, 316 unit heaters, 1,853 radiant 
heaters, 5,643 ranges, 6,730 water heaters 
and 420 miscellaneous appliances. These fig- 
ures represent an average of $8.28 in appli- 
ance and installation sales per customer. 


Jones Appointed Standard 
Promotion Manager 


The appointment of Arthur W. Jones as 
sales promotion’ manager has been announced 
by the Standard Gas Equipment Corp., of 
New York. Mr. Jones has had extensive ex- 
perience in gas appliance and specialty mer- 
chandising fields. For several years he was 
advertising manager of the Standard Gas 
Equipment Corp. and later was associated 
with the Cramer-Krasselt Co., advertising 
agents, where he worked on the Norge re- 
frigerator and Maytag washing machine ac- 
counts, as well as on that of Standard Gas 
Equipment Corp. 


National Petroleum News Takes 
Oil Story to Layman 


National Petroleum News, Cleveland, Ohio, 
in its February 5 edition published a Public 
Educational Issue of 516 pages, devoted to 
taking the layman reader inside the oil in- 
dustry for a glimpse of its many services. 
Growing taxes levied upon petroleum prod- 
ucts also received extensive treatment, as well 
as other economic factors affecting the indus- 
try. Special circulation of the issue was ar- 
ranged to government representatives, bank- 
ers, and universities. 


Utility Accountant Seeks Connection 


A public utility accountant with 16 years 
experience, the last 12 with a large utility, 
seeks a new connection that affords oppor- 
tunity. He is experienced in practically all 
departments of public utility accounting, and 
for the last six years was assistant to the 
auditor and financial executive. References 
and further information may be secured by 
addressing Western Gas. 


1935 Yields 591 Michigan Wells 


A total of 591 wells were completed in 
Michigan in 1935, according to press release, 
increasing the daily output of natural gas by 
597,927,792 cu. ft. One hundred and seventy- 
seven dry holes were drilled. 
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They Are Pointing Sales Curves UP. UP. UP. for Every 
Progressive Dealer Who Is Displaying Them 


D atroit es, : 


WITH CERAMIC BROILER BURNERS 
AND AUTOMATIC OVEN LIGHTERS 


Never in the past history of these two great lines of Gas 
Ranges have their features been so thoroughly basic . . . so 
thoroughly complete and efficient. Their beauty and auto- 
matic, perfect performance makes them the most self-selling 
ranges in America today. 
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With Ceramic Broiler Burners and Drawer-type Smokeless 
Broilers; Automatic Oven Lighting; Automatic Top Lighting; 
Oven Heat Control; Sanitary Oven Tray; Sanitary Top 
Burner Pan; Super Top Burners, etc., they create, when dem- 
onstrated, a buying urge that means record sales for 1936. 


TWO TYPES OF 
LIGHTERS 


Electric i Electric Automatic 

‘® Oven lighting is 
offered with safety device preventing 
gas flow to burners until gas pilot 
has been automatically lighted. 


FOR COMPLETE 
INFORMATION 


Write when pilot is not lighted. 
DETROIT MICHIGAN STOVE CO. 


Detroit, Michigan 


G Automatic Oven lighting by gas control, with 
as: safety device preventing gas flow to burners 
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Profitable 
DITCHING 


with Barber-Greene’s 


Barber-Greene's Superior features: the Vertical 
Boom, Milling Action digging, Automatic 
Overload Release, cise Buckets and 
many others give profitable digging. They 
bring results like 7c a foot for a Washington 
Water Department (partly through hardpan) 
we a foot for a Texas Gas Company... 
2c a foot for hundreds of miles of pipe-line 
trench. Send a card for ‘Ditching Snapshots 
and Records."' There is no obligation. 


Standardized Material 
Handling Machines 


RBER 
EENE 


715 West Park Ave., 
Aurora, Ill. 


36-8 


SERIE 


Exclusive with 
Minneapolis-Honeywell 


NLY Minneapolis-Honeywell can 

offer the control performance 

made possible by the exclusive Series 
10 Circuit. That is one important reason 
why it pays to standardize on this supe- 
rior line of controls. In addition your 
service department can operate more 
efficiently and will have fewer calls, and 
your ws room will have to handle only 
one line to fill all control requirements. 
Minneapolis-Honeywell Regulator Co., 
401 East 28th Street, Minneapolis, Minn. 


MINNEAPOLIS 
HONEYWELL 


Control Systems 
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Effect of Distortion Upon Wear of 
Cylinders and Pistons 


By ROBERT W. A. BREWER 


Consulting Engineer, Huntingdon Valley, Pa. 


Tt the annual meeting of the Society of 

Automotive Engineers, which was held 

in Detroit in January of this year, there were 

a number of important and interesting pa- 

pers read and discussed on the subject of 
cylinder and piston wear. 

The general consensus of opinion of the 
authors of these various papers was that al- 
though certain factors of design, construc- 
tion, and material, have more or less definite 
effect on cylinder wear and ring operation, 
yet there were the causes unknown which 
produce conditions of abrasion, which could 
not be foreseen. 

Although the discussion centered principal- 
ly on lubrication and finish, of the surfaces, 
very little was said as to the effect of distor- 
tion which to me seemed to be a matter of 
paramount importance. 

In opening the discussion I suggested that 
the one “mysterious” factor was probably dis- 
tortion and that in other types of engines 
than those immediately under consideration, 
distortion was of extreine significance, in its 
effect upon the satisfactory operation of the 
finished product. I also stated that in cer- 
tain constructions, where cylinder bores had 
other parts mounted upon them, the effect of 
tightening up the nuts, was such that in 
many cases a cylinder, as mounted on the 
engine, had entirely lost its original true 
form. 

In reply to my remarks, one gentleman 
stated that he did not think one engine in a 
hundred thousand suffered from distortion. 
However, the same engineer in a paper con- 
tributed to the program stated that “cylinder 
distortion was a factor which had a pro- 
nounced effect on wear and that comparative 
tests became meaningless if head bolts were 
not tightened to the same tension for all 
tests.” 


This remark refutes the contention that 
cylinder distortion does not attain signifi- 
cance. 

In further support of my suggestion I 
would refer to a slide which was shown by 
S. W. Sparrow of the Studebaker Corp. 
which illustrated a piston, one of many that 
had suffered under test. This piston showed 
a dry spot about the center of the skirt and 
to the side of the piston pin, which he stated 
was characteristic of pistons put in a certain 
cylinder on that particular engine. 

He stated that by a change in the water 
jacket, this difficulty was entirely removed. 

We know perfectly well that in early en- 
gines in which careful design was not in- 
corporated in the water jacket, heat flow did 
very definitely cause distortion, and we can- 
not now say that design and construction is 
so perfected that these conditions no longer 
apply. 

It is perfectly logical to expect that a com- 
plex casting, such as that of a cylinder, 
would be affected by wide differences of 
temperature in several localities. During 
severe weather conditions and low tempera- 
tures of incoming air, a gas engine, for ex- 
ample, is liable to effects from this cold air. 

The same casting deals with exhaust gas 
temperatures which may be anything up to 
1,000° F. In spite of the fact that thousands 
of engines do continue in successful opera- 
tion under these conditions, it is well to be 
conscious of the facts. 

We know perfectly well that cold water 
admitted to a hot cylinder will probably 
cause a crack. Cold air is equally effective 
and should be guarded against unless the de- 
sign of the casting is such that distortion can 
occur without causing damage. 

It would be interesting to have views of 
others upon this most important subject. 


Chandler, Ariz., May Get Gas 


The Central Arizona Light and Power Co. 
conducted a survey of Chandler, Ariz., in 
February to determine the advisability of 
installing a natural gas distribution system 
in the town. Cost of installing the system 
would be about $27,000, and a line would 
have to be built from the Western Gas Co. 
pipe line to supply the proposed system. 


George F. Cruickshank Dies 


George F. Cruickshank, who entered the 
employ of the Southern Counties Gas Co. in 
1919, and until recently was district superin- 
tendent at Santa Monica, Calif., died last 
month at the age of 47. 


Hutchinson Rejects Municipal Gas Plant 

Citizens of Hutchinson, Kan., rejected a 
$564,138 revenue bond issue for financing a 
municipal gas plant in a very light vote on 
January 28. Hutchinson is served by the 
Gas Service Co. 


A.G. A. E.M. Forms Legislative 
and Industrial Relations Committees 


HE Association of Gas Appliance and 

Equipment Manufacturers has formed 
a Legislative Committee which will consider 
action to be taken on various Federal, state 
and municipal legislation that affects the 
industry. Members of the committee that 
have been appointed by President W. T. 
Rasch are W. F. Roberts, chairman, M. H. 
Feldman, Carl E. Froelich, F. H. Payne and 
J. A. Robertshaw. 


John A. Fry, of Detroit, Mich., has been 
appointed chairman of the Industrial Rela- 
tions Committee of the Association for the 
current year. Garry Sands, of Cleveland, 
Ohio, will serve with Mr. Fry and will deal 
with matters relating to labor. Other mem- 
bers of the committee are Arthur Friedman, 
Cleveland; E. R. Guyer, Chicago; W. P. 
Hutchinson, Bridgeport, Conn.; Bertrand B. 
Kahn, Hamilton, Ohio; L. R. Mendelson, 
Cleveland; and James Mitchell, Cleveland. 
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HERE COMES THE 


CLIPPER 


aufomafic 


AGP 
REGULAR DICTATOR 


THE 


Multiple 
Flue type 


Single 
Flue type 


. supply you with a complete line of 
automatic gas-fired water heaters for every 
home and purse. Sure fire winners for 
your “*Clean-up”’ Prize Contest. Write to- 
day for literature and new campaign de- 
signed to help you sell. 


gas-fired 


storage 
Water 


Heater 


.» » NEWEST MEMBER OF THE LINE OF 


AGP sire 


Here comes the Clipper! Eyes turn skyward 
to see the mighty flying boats that con- 
quered the wide Pacific. Thousands thrill to 
that name today...as their great-grand- 
parents did when the white hulled Clippers 
first blazed the trail to the East. 

Now that famous name takes on new 
meaning. We chose it carefully. For the 
qualities that give it glamour are present too 
in this newest AGP automatic water heater: 
.-.-constant, never failing service...rugged 
dependability ...speed...and action... 
beauty ... and popular appeal. 


The AGP Clipper rounds out the line, fills 


Fr AMERI<‘ 


AMERICAN (FAS PRODUCTS CORPORATION 


4O WEST 40™ STREET 


WATER HEATERS 


the demand for an outside flue type gas-fired 
water heater. It has all the features people 
want, at the price they want to pay. It comes 
in five sizes from 15 to 40 gallons. The tank 
is copper bearing steel, galvanized. It is com- 
pletely insulated under the gleaming baked 
enamel steel jacket. And, of course, it is 
completely automatic, with its dependability 
assured by the same honest workmanship 
that characterizes all AGP products. 

The AGP Clipper will blaze new profit 
trails for you. Give it the opportunity. Com- 
plete details, specifications and prices are 


ready now. Write for them today. 


RAD ( 


NEW YORK, N. ¥ 
e 
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Reliance Type H or K regulators, Patent No. 
1,931,777, are made in spring or weight loaded 
models, with mercury seals when required. 


Regulators for manu- 
factured, natural and 
butane air gases. Write 
today for bulletins. 


WESTERN GAS 


HEN you study the actuating mech- 
anism of this Reliance Regulator you 
will understand why it affords positive 
control of gas pressure. Types H and K 
Reliance Regulators will function accur- 
ately, efficiently and continuously with 
minimum maintenance expense. With 
these Regulators you may be sure of 
sensitive pressure regulation—positive 
lock-up when consumption ceases—min- 
imum pressure-loss through the regulator 
—rugged construction. 


RELIANCE REGULATOR CORP. 


1000 MERIDIAN AVENUE ALHAMBRA, CALIFORNIA 


RELIANCE REGULATORS 


HE slide-rule is almost indispensable 
to the meter man or to anyone using 
orifice meters. 

Regardless of how accurately we may de- 
termine an orifice meter co-efficient, the fact 
still remains that the final gas or liquid vol- 
ume computed from 
the meter chart is no 
more accurate than 
the least accurate step 
in arriving at this 
final volume. 

Orifice meter charts 
measure from 35% to 
4 inches from zero to 
the maximum reading. 
More than three signi- 
ficant figures cannot 
possibly be read from 
the chart. The scale 
of the smallest 5-inch 
slide-rule is a more 
magnified scale than that of the meter chart, 
and will yield three significant figures as 
easily as the chart. ‘The final computed vol- 
ume will also be accurate to three significant 
figures. However, when the first significant 
figure is 1, four figures may be read from 
the rule. 

In the following paragraphs occasional 
reference is made to the recent C.N.G.A. Bul- 
letin No. TS-353, “Tentative Standard Pro- 
cedure for the Measurement of Natural Gas 
with Orifice Meters.” 


CHAS. J. SOYSTER 


Conversion of Square-Root Chart Readings 
to “Pound-Inch” Chart Readings: One of 
the most useful slide-rule settings for the 
orifice meter man, is that for the conversion 
of square-root chart readings to the old-style 
chart readings. It is quite possible that 
square-root charts will be used almost uni- 
versally when a ready means is learned for 
translating readings from one style of chart 
to another. A few examples will make the 
method clear. Remember that the pounds or 
inches is always on the top or A scale, and 
the square-root chart reading is on the bot- 
tom or D scale. In between, on the B scale, 
is set the range of the meter or spring, as 
the case may be. 


Example 1: Square-root chart reading is 
7.65, meter maximum is 50. Find h (inches 
of water). Setting: Set index on C scale 
over 7.65 on D. Above 50 on B, find 29.3 
inches on A. We have squared 7.65 and 
multiplied by 50/100. The square-root chart 
readings are the exact square-roots only of 
100-inch meter readings in inches of water. 
The 29.3 inches would be converted to 7.65 
by exactly the same setting. 


Note: In setting figures on the A and B 
scales, it should always be remembered that 
figures with an even number of digits to the 
left of the decimal should be set on the right 
half of the rule, and with an odd number on 
the left half. 


Example 2: Square-root chart reading of 
pressure pen is 8.85. Spring is 250 pounds. 
What is the pressure? (Zone 2.) Setting: 


MEASUREMENT om4 


CONTROL 


SLIDE RULE SETTINGS 
for use in measurement work 


By CHAS. J. SOYSTER 


Richfield Oil Company of California* 


Set index on C over 8.85 on D. Above 250 
on B find 196 pounds absolute pressure on 
A. Subtracting Zone 2 atmospheric pressure 
of 14.54 from 196, gives 181.46, of which we 
are justified in using certainly not more than 
four figures, or 181.5 pounds gauge pressure. 
Here we have squared 8.85, then multiplied 
by 250/100 to find absolute pressure with one 
setting. Remember that absolute pressures 
and not gauge pressures are always used on 
the rule, and also that inches of mercury 
vacuum must be converted to absolute pres- 
sure in pounds per sq. in. 


Example 3: Given square-root chart read- 
ing 5.45, using 24.7 spring. What is the 
vacuum in inches of mercury? (Zone 1, 
Atmospheric pressure is 14.66.) Setting: 
Set index on C over 5.45 on D. Above 24.7 
on B find 7.35 pounds absolute on A. 7.35 
from 14.66 gives 7.31 pounds of vacuum, 
which, divided by the conversion factor 
0.491, gives 14.9 inches of mercury vacuum. 


Example 4: Given 12.3 inches of mercury 
vacuum, using 24.7 spring. Find square- 
root chart reading. (Zone 5. Atmospheric 
pressure is 14.17.) Multiply on the rule 12.3 
by 0.491 (factor for converting inches mer- 
cury to pounds pressure). Product is 6.04 
pounds vacuum; 6.04 subtracted from 14.17 
gives 8.13 pounds absolute pressure corre- 
sponding to 12.3 inches mercury vacuum for 
Zone 5. Now set 24.7 on B under 8.13 on A. 
Under index on C find 5.73 on D. 


Atmospheric Pressure Settings for the Sta- 
tic Pen: A special case of the conversions 
given in the above paragraphs is to find the 
atmospheric settings for different pressure 
springs. Since no tables are published show- 
ing static pressure pen settings for all differ- 
ent pressure springs and elevation zones, 
the slide rule will prove to be especially 
useful in this case. 


Example 5: What is the atmospheric pres- 
sure setting for 50-pound spring on a square- 
root chart? (Zone 1. Atmospheric pressure 
is 14.66.) Set 50 on B under 14.66 on A. 
Under index on C find 5.41 on D. 


Example 6: Find Zone 4 (Atmospheric 
pressure is 14.29) atmospheric pressure set- 
ting for 24.7 spring. Under 14.29 on A set 
24.7 on B. Under index on C find 7.61 on D. 


For convenience a few Standard Barome- 
tric Pressures for Different Altitudes are 


given from Table 17, C.N.G.A. Bulletin TS- 
353: 


Zone Elevation Limits Std. Barometric Pres. 
No. (feet) (Lbs. per sq. in.) 

1 0O— 249 14.66 

2 250— 499 14.54 

3 500— 749 14.42 

4 750— 999 14.29 

5 1000— 1249 14.17 

6 1250—1499 14.04 


Gas Gravity Factors. Specific gravity fac- 
tors, as given in Table 13, Bulletin TS-353, 
can be read from a slide-rule to the third 
decimal place. We solve by dividing 1 by 
the gravity, and extracting the square-root, 
with one setting of the slide. 

Example 7: What is the specific gravity 
factor for a gas with a gravity of 0.685? 
Under index on A, set 0.685 on B. Under 
index on C find 1.208 on D. 

Gas Temperature Factors: ‘Table 14, Bul- 
letin TS-353. In this case we divide 


460 plus 60 


460 plus T 
and extract square root with one setting. 


Example 8: What is the temperature fac- 
tor for gas at 150° F.? Under 460 plus 60 
on A, set 460 plus 150 on B. Under index 
on C, find 0.923 on D. 


Meter Factors, or M Values, for Square- 
Root Charts: Table 16 of the _ bulletin. 
These M factors can be read with one set- 
ting of the slide. 


Example 9: Find M for a 20-inch meter 
with a 24.7-pound spring. Set right index 
of B to 24.7 on A. Under 20 on B find 22.2 
on D. M is equal to 1 per cent of 22.2, or 
0.222. 


The M factor converts the “pound-inch” 
coefhcient to the square-root chart coefficient. 


Example 10: How does the coefficient or 
capacity of a 100-inch meter compare with 
that of a 50-inch meter? Set left index of B 
under 50 on A. Under 100 on A, find 1.414 
on C. The coefficient and capacity of the 
meter, using the same orifice, will be multi- 
plied by 1.414, or will be increased 41.4 per 
cent. 


Calculation of “Pound-Inch” Charts: Pres- 
sure extension books or special slide rules are 


* Presented before the Southern California Meter 
Association, January 23, 1936. 
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not necessary, although there is some incon- 
venience in taking the extensions from the 
rule where gas is measured under a vacuum. 
It may be done as shown above in Examples 
3 and 4, but is more easily done by making 
a table or graph for the particular elevation 
zone, showing the relation between vacuum 
and absolute pressure. “Pound-inch” charts 
are calculated with two settings of the slide. 
Set index on B under absolute pressure on A. 
Under differential pressure on B, find pres- 
sure extension on D, by using runner. With- 
out moving runner, multiply by coefficient on 
C and D scales. 

We might add another example under the 
heading of Meter Factors. Installations are 
not uncommon where a high and a low range 
meter are used on the same orifice, say a 10 
and a 100-inch meter. If the 10-inch meter 
is reading 9.75, what should the reading be 
on the 100-inch meter? In this problem the 
square-root chart readings vary inversely as 
the square-roots of the meter sizes. By in- 
verting the slide, readings of any range 
meter will be found on the D scale under 
the meter sizes on the inverted B scale. For 
example, set 10, the center index of the in- 
verted B scale, above 9.75, the 10-inch meter 
reading. Under 100 on B, find the 100-inch 
meter reading for the same orifice. Like- 
wise, under 50 inches appears 4.37, and un- 
der 20 inches is 6.89—readings of 50 and 20- 
inch meters respectively, for the same orifice 
and flow. This comparison may also be 
made by reading CI scale opposite A scale, 
without inverting slide. 


An approximate rule for computing new 
coficients or meter capacities for slight 


changes from standard orifice sizes: It can 
be used with a very small error for inter- 
polating between any two of the published 
coefficients. It assumes that the flow varies 
as the square of d, which of course is not 
exactly true. To illustrate, given a gas co- 
eficient of 115.14 for a 2 by 0.750 plate, 
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what would be the coefhcient for a 2 by 0.780 
plate? Setting: Over 0.750 on D, set 115.14 
on B. Above 0.780 on D, find 124.8 on B. 
This result is about 0.3 per cent high. 

These examples will suggest numerous 
others which may be solved quickly with the 
slide-rule. 


Industrial Gas Men to Inspect Plant Installations 


HE first industrial gas sales conference 

that has been held under the auspices 
of the Industrial Gas Section of the A. G. A. 
in a number of years will be held at Hotel 
Statler, Detroit, Mich., on March 10 and 11. 
The two-day conference will consist of one 
day devoted to papers and discussions, and 
one day to an inspection trip of new and 
outstanding industrial gas installations in 
some of America’s most up-to-date factories. 


The first day will be devoted to the pres- 
entation of papers and to discussions which 
will cover both sales and equipment. The 
Detroit plants that will be visited by the 
industria! gas men are the Chevrolet Motor 
Co., the Detroit Steel Products Co. and the 
Detroit-Michigan Stove Works. 

Charles W. Gale, chairman of the Indus- 
trial Gas Section, will preside over the ses- 
sions on March 10. Following are the papers 
to be presented: 

Morning 

Selling Industrial Gas to Recently Devel- 
oped New Heat Markets—Frank T. Rainey, 
new business manager, the Ohio Fuel Gas 
Co., Columbus, Ohio. 

What Gas Has to Offer the Ceramic Indus- 
try Today—T. E. Wood, manager, Industrial 


Adequate Pressure 


NONE 


INLET 


C-F Back-Pressure or 
Check-Pressure Regulator 


28-40 Penn Avenue 


WESTCOTT & GREIS, Ine. 
Sales and Service 
Dallas — Tulsa 


Los Angeles, Calif. 


THE CHAPLIN-FULTON 


Where a well needs to be protected from 
depletion, or pressure in one part of a 
system needs to be kept higher than in 
other parts, or for any reason it is de- 
sirable to check flow altogether when 
pressure falls to a set minimum, the 
C-F Back-Pressure or Check-Pressure 
Regulator will serve the purpose unfail- 
ingly. Pressure below the desired mini- 
mum will not be sufficient to hold the 
valve open against the weights imposed; 
therefore the valve closes and flow defi- 
nitely ceases. 


Write for Bulletin 2099 giving com- 
plete description, also catalog of C-F 
Regulators for all pressure-control uses, 
known as the best for fifty years. 


MFG. COMPANY 


Pittsburgh, Pa. 


JNO. W. CRAWFORD 
Sales Engineer 
1855 Industrial Street, Los Angeles 


REPRESENTATIVES 


PARSONS ENGINEERING CO. 
OR ANY JOBBER 


San Francisco, Calif. 


Gas Department, The Manufacturers Light 
& Heat Co., Pittsburgh, Pa. 

Effective Methods of Handling Test and 
Trial Installations—F. B. Jones, director of 
industrial gas sales, Equitable Gas Co., Pitts- 
burgh, Pa. 

Following luncheon will be an address 
entitled, “The Business Side of Industrial 
Gas—Claude A. Welch, assistant superin- 
tendent, Chevrolet Motor Co. 

Afternoon 

What Are the New Business Possibilities 
of a Greater Use of Convection Gas Heating 
in Industry?—Charles E. Buysse, president, 
Industrial Heating Equipment Co., Detroit, 
Mich. 

New Developments in the Brass and Cop- 
per Industry and the Part Gas Is to Play in 
This Industry—W. W. Young, Jr., indus- 
trial gas engineer, Connecticut Light & Pow- 
er Co., Waterbury, Conn. 

How Atmosphere Furnaces Offer a New 
and Effective Tool for Greater Gas Sales— 
E. G. de Coriolis, research director, Surface 
Combustion Corp., Toledo, Ohio. 

Displacing Competitive Fuels with Gas, as 
Exemplified in the Automobile Industry— 
Hale A. Clark, industrial engineer, Detroit 
City Gas Co., Detroit, Mich. 


Meter Hi-Jinks Brings 
250 to Vernon 


OUTHERN California Meter Associa- 

tion’s 9th Annual Hi-Jinks, held Satur- 
day evening, February 29 at the Central 
Manufacturing District Club in Vernon, set 
a new high for entertainment and general 
enjoyment, with some 250 members and 
friends on hand to share it. Geo. Christen 
of the Crosby Steam Gage & Valve Co., Inc., 
chairman of the Association’s entertainment 
committee, set up the program with the as- 
sistance of a capable committee. In the group 
handling arrangements were F. S. Burt, W. 
L. Cowan, Paul Daniels, D. W. Darnell and 
Oliver Muff, in addition to Chairman 
Christen. 

For the March 26 meeting President F. E. 
Bradley announces that the S.C.M.A. will 
hold a joint session with Pacific Coast Gas 
Association Technical Section members, at 
the Los Angeles Gas and Electric Corp. 
auditorium. Dinner will be served in the 
cafeteria of the same building. Several en- 
tertainment numbers are promised, together 
with a strong program of papers and 
discussions. 


——— 


Scott Opens Los Angeles Office 


Gordon Scott, formerly American Petro- 
leum Institute research associate, has opened 
offices in the Richfield Building, Los Angeles, 
to engage in consulting work. 
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OR installations in service sta- 

tions, dairies and cleaning and 
dyeing establishments—or for service 
in similar installations, where a small 
vertical boiler is operated under 
moderately high pressure, the N.G.E. 
type 340 gas burner is unexcelled. 
Although designed primarily for this 
type of service, it may also be ap- 
plied to other installations where an 
efficient, round, upshot burner is re- 


quired. 


The correct number of heads can be 
supplied for gas capacities up to 
1850 cu. ft. of gas per hour. Each 
burner head has a capacity of 25 


cu. ft. of 1180 BTU gas per hour, 

AN UNSURPASSED BURNER fics 
The design and size of the type 340 

permits it to be installed in the boiler, 

fe O R without changes or alterations to the 

boiler, and without the necessity of 

removing or loosening pipe fittings 


De. Vetere DOPED ee nou: 


ates on the venturi principle of en- 

training the major portion of the air 

required for combustion by the pres- 

sure energy of the gas issuing from 
AT LEFT: Illustrated are two N.G.E. an orifice into the venturi throat of 
type 340 Burner Units; this photo- the burner. 


ra w ibility with 
aan Pa secbebchemeatlatodiae The type 340 burner has given un- 
by manifolding, to increase ca- surpassed results in hundreds of in- 
pacity. stallations where efficient, economical 
performance was the measure of its 
success. It operates quietly at all 
rates of firing, it does not flutter or 
vibrate, it does not require any main- 
tenance or attention; first cost is low 
and it is ruggedly built for a lifetime 
of hard service. 
Investigate the many merits of the 
N.G.E. type 340 for all small vertical 
boiler installations. When ordering 
specify inside diameter of boiler, gas 
pressure available and maximum boil- 
er rating required. Additional infor- 
mation and blueprints furnished upon 
request. 


Mm G. EC. 


TYPE 340 


BURNER 


AT RIGHT: Diagramatic sketch 
showing the N.G.E. type 340 
burner assembly. 8” manifold, with 
1'4,"” gas connections and 10” 
manifold, with |'/,.” gas connec- 
tions are available, meeting all 
capacity requirements of boilers of 
this type. 


NATURAL GAs EQUIPMENT Inc. 


Petroleum Securities Bldg. 1123 Harrison St. 1024 Truxtun Ave. 
Los Angeles San Francisco Bakersfield 


LOOK TO THE PIONEERS FOR CONTINUED LEADERSHIP 
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Minneapolis- Honeywell Directs 1936 


Advertising at Consumer 


ONSUMER advertising plans of Minne- 
C apolis-Honeywell Regulator Co., for 
the current year call for stimulation of inter- 
est on the part of consumers, large space op- 
erators, and industry in automatic heating 
and air conditioning, according to George B. 
Benton, advertising manager of the company. 
Starting in January with full-page and two- 
column copy in “Time,” “Collier’s,” “Amer- 
ican Home,” “Nation’s Business,” and “Busi- 
ness Week,” the company initiated the cam- 
paign under the general theme, “Be Modern 
—Install Automatic Heating and Air Condi- 
tioning.” 

This campaign will continue through 
March and April, and will be followed im- 
mediately by another campaign aimed at the 
public under the general heading, “Air Con- 


AT LEFT 


Typical Advertising 
copy in the current 
Minneapolis - Honey- 
well automatic heat- 
ing and air condi- 
tioning consumer 
campaign. 


ditioning is Knocking at 
Your Door.” This phase 
of the appeal will stress 
the fact that air condi- 
tioning will pay big divi- 
dends in health and com- 
fort to the home owner 
and reward liberally the 
hotel, apartment or thea- 
tre owner in_ increased 
patronage and _ satisfied 
customers. Industry is also 
reminded of the fact that 
year ’round air condition- 
ing improves plant pro- 
cessing and employee ef- 
ficiency. This campaign 
will continue throughout 
the months of March, 
April, June and July in 
national magazines. 

A further effort in sell- 
ing the public by selected 
territories on the urgency 
of “Installing Automatic 
Heat Now,” will be launched in August, to 
stimulate fall business. There will also be 
a magazine campaign in the “Saturday Eve- 
ning Post,” “Time,” and other national pub- 
lications, urging the public again, to install 
air conditioning, with emphasis on winter 
humidification. 

In connection with the campaign, an in- 
formative booklet entitled “This Thing 
Called Automatic Heating and Air Condi- 
tioning” has been published by the company, 
and is a general discussion in layman’s 
language of the essentials of automatic heat- 
ing and air conditioning. _ The entire cam- 
paign will involve over 32,000,000 individual 
advertising messages to consumers, exclusive 
of all newspaper and trade advertising of 
the company, which would add a like num- 
ber of individual appeals. 


Charles A. Harrison Annointed to 
Toledo Edison Post 


Charles A. Harrison, formerly with the 
Cities Service Co., New York, in a gas en- 
gineering capacity, has been transferred 
from New York to become assistant gen- 
eral manager of the Toledo (Ohio) Edison 
Co. Prior to his New York post, Mr. Har- 
rison was connected with the Public Serv- 
ice Co. of Colorado at Denver. He is a 
member of the Advisory Council of the 
A. G. A. and last year was chairman of 
the Technical Section. 

J. A. Strozier has taken over Mr. Harri- 
son’s former duties in the valuation and rate 
department of Cities Service. J. R. Wohrley 
is engaged with other duties in operation of 
gas properties. 


McCarter Medal Presented 
Peoples Employees 


Presentation to seven employees of The 
Peoples Gas Light & Coke Co. of the Amer- 
ican Gas Association’s McCarter medal for 
saving human life was made a feature of 
the annual meeting on January 24 of the 
Peoples Gas Club, employee organization of 
the Peoples company. ‘Two thousand em- 
ployees and their families witnessed the 
ceremony. 

The seven men who saved lives using the 
Schafer prone pressure method of resuscita- 
tion, were Nicholas DeFina, Raymond Shana- 
berger, Nicholas Olker, A. H. Slinn, Fred 
Lorenz, Howard B. White, and Arnold 
Menet. Awarding of medals to these men 
raises the total of Peoples Gas employees so 
honored to 34. 
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Mississippi Power & Light Gets 
1936 Merchandising Under Way 


HE Mississippi Power & Light Co., 

heaquartering at Jackson, Méiss., is 
featuring a figure known as the “Happy 
Homer” in its current advertising. The 
Happy Homer, who symbolizes complete 
home service, is dressed in a gaudy uniform 
resembling a bellhop’s garb. He made his 
debut in Mississippi newspapers on Sunday, 
January 26, in the first installment of a three- 
month merchandise advertising program. 

The company’s first gas appliance cam- 
paign for 1936, in which the Happy Homer 
will participate, is a drive called the “Happy 
Morning Natural Gas Automatic Water 
Heater Special,” which got under way Janu- 
ary 27 to run until March 14. During this 
drive automatic gas water heaters are offered 
for $5 down and the balance in 18 monthly 
payments. 

As an aid to its dealer cooperative activ- 
ity, the Mississippi Power & Light Co. issued 
in January, Vol. 1, No. 1, of a house organ 
for dealer circulation entitled the “Sales 
Dynamo.” The “Sales Dynamo” is a tab- 
loid size paper, the first issue consisting of 
12 pages and featuring the Happy Homer on 
the front page. 


Commission Hears Petition for 
Grand Rapids Pipe Line Project 


HE State Utilities Commission of 

Michigan held a hearing the middle 
of February on the petition of the Grand 
Rapids Gas Light Co. to serve the city ot 
Grand Rapids with mixed gas. The com- 
mission expects to write an order covering 
its decision on the proposal within a thirty 
day period according to William M. Smith, 
chairman of the Commission. 

Grand Rapids Gas Light Co., one of sev- 
eral proposing to bring natural gas to the 
city, would construct a 1034-inch line from 
the gas wells in Belvidere Township in 
Montcalm Country to Grand Rapids, a dis- 
tance of approximately 60 miles. The line 
would cost in the neighborhood of $844,000. 

The General Gas Transmission Co, and 
the Western Michigan Pipeline Co. are 
among those seeking the opportunity t) sup- 
ply the district with natural gas. 

According to press reports, engineers of 
the Grand Rapids Gas Light Co. estimate 
that between 21 billion and 35 billion cu. 
ft. of gas is available in the Michigan field, 
with 13 billion of this being accessible for 
the Grand Rapids project. Other engineers 
surveying the field have estimated the avail- 
able supply as high as 60 billion cu. ft. or a 
sufficient supply to provide the city with 
straight natural gas for a 10-year period. 


Japanese Engineer Inspecting Gas 
Properties on Extensive Trip 


Tetsuji Aoki, engineer for the South Man- 
churia Gas Co., Ltd., Darien, Manchuria, 
arrived in Los Angeles in February. He 
plans a trip of several months duration, vis- 
iting gas properties in Los Angeles, San 
Francisco, Chicago, New York, London and 
other centers. He will spend about three 
weeks in Los Angeles, proceeding to San 
Francisco and then east. 


BUTANE 


BOTTLED 


HIS study of costs which enter into the 

distribution of bottled gas is the second 
which Mr. Thomas has prepared for the 
Butane-Propane News department of WESTERN 
GAS. Since publication of the original analy- 
sis in the issue of October, 1931, practices 
and conditions then 
current in the industry 
have changed rad- 
ically, setting up new 
bases for establish- 
ment of cost factors. 
For example, at the 
time of the original 
study major middle- 
western and eastern 
marketers were leas- 
ing bottled gas equip- 
ment to customers for 
an installation charge 
of $36.50, whereas the charge now commonly 
set is $9.75. 

As Mr. Thomas points out in these pages, 
the trend in bottled gas operations is definitely 
toward extending a superior customer service 
and taking profits over a considerable period 
of time. Western Gas is indebted to the 
author for his basic analysis, which reflects 
operations covering many thousands of cus- 
tomers.—EDITOR. 


H. EMERSON THOMAS 


ANY changes have taken place dur- 
M ing the development of bottled gas 
sales and operations in the past 
few years. The industry has grown from a 
large number of small units, usually han- 
dling bottled gas as a side line, into a some- 
what fewer number of organizations that are 
specializing in bottled gas marketing and 
service work. During the original promo- 
tional period, many producers or “brokerage 
distributors” sold or allotted territories to in- 
dividuals or companies for the distribution of 
their products. The owner of the territor\ 
franchise then usually purchased all of his 
appliances, customers’ equipment and gas 
containers from the producer or brokerage 
distributor. This meant that generally the 
local operators set up their own type and 
quality of service and worked on a more or 
less “hand to mouth” merchandising basis. 
A large number of the local dealers, al- 
though there are numerous’ exceptions, 
worked as individuals and without correla- 
tion or cooperation with other operators sell- 
ing and servicing the same trade-name prod- 
uct. The majority worked from their resi- 
dences or marketed bottled gas as a side line 
to other major activities. 


-PROPANE NEWS 


GAS DISTRIBUTION 


Heavier Capital Investment Points 
Trend Toward Long-Term Profits 


By H. EMERSON THOMAS 


Eastern Representative, Philgas Department, Phillips Petroleum Company 
President, National Bottled Gas Association 


Since that initial development and _ pro- 
motoional period, the bottled gas industry has 
naturally progressed more and more toward 
the larger type of organization, having a 
more direct contact with the consumer. It 
has become necessary that these companies 
have considerable capital with which to 
carry on sales and development work. The 
capital required has increased very material- 
ly on a per customer basis due to the de- 
cided trend in sales and merchandising 
activities and policies discussed below. 


A number of years ago, domestic bottled 
gas utilization equipment, excluding cylin- 
ders and appliances, was sold to the cus- 
tomer at a charge of from $125 to $200. 
This price was based on the theory that a 
merchandising profit should be made in the 
selling of the equipment. Such a policy, 
however, naturally restricted the potential 
users to that very small part of the popula- 
tion in the high income brackets and beyond 
the gas mains. 


The second phase of bottled gas marketing 
history began in about 1928, at which time 
the general merchandising policy was 
changed from that of outright sale of equip- 
ment at a profit, to the policy of leasing the 
equipment to the customer upon payment of 
an installation charge of approximately 
$36.50. This installation charge only par- 
tially covered the cost of equipment, selling 
and installation, but such a low charge meant 
that a substantial investment had to be in- 
curred, or a merchandising loss suffered in 
the obtaining of new customers. 


Lowering the initial cost to the consumer 
and placing the equipment on the lease basis, 
removed bottled gas from the position where 
it was available only to the well-to-do class 
and brought it to a level where the average 
individual could afford it. Needless to say, 
this greatly stimulated sales and during the 
period from 1928 until 1931, the increase in 
number of new customers was very rapid. 
In subsequent years the full force of the “de- 
pression” was felt by the potential consum- 
ers and the bottled gas marketers and the 
rate of sales dropped off very materially. 

As a result of the lower number of sales 


per year, with a resultant higher cost per 
customer obtained, plus the added fact that a 
higher degree of saturation in the average 
and higher income bracket was being 
reached, a third phase of marketing evolu- 
tion came into effect. 


In the Spring of 1935, the installation 
charge was reduced from $36.50 to $9.75 by 
the majority of bottled gas marketers. This 
again added impetus to the selling activ- 
ities, and has resulted in a greatly increased 
rate of sales for the industry. However, it 
has had another very decided effect, namely, 
the placing of the bottled gas business even 
more in the position where well-financed 
operating companies are necessary to meet 
the heavy requirements for cash to cover 
cost of customers’ equipment, selling expense 
and other necessary expenditures, prior to 
any possible pay-out of the investment. In 
other words, the immediate financing was 
almost completely removed from the new 
customers to the marketing companies. 


It is also well to pause and reflect on an- 
other situation that has arisen in the past 
few years. This is the problem of increased 
intensive competition from marketers of other 
fuels, notably electricity. The electric ap- 
pliance manufacturers in their advertising 
have consistently stressed the appeal that an 
electric range is modern and gives conveni- 
ences to the housewife which are claimed to 
be not available with other fuels. We, as 
gas men, all know that a modern gas range, 
with insulation and heat control, is superior 
to the best modern electric cooking appli- 
ance. However, we must not be blind to the 
fact that the electric appliance manufactur- 
ers and the electric utilities are making an 
extremely strong appeal to the public on this 
and allied points. Very decided electric rate 
reductions have been put into effect in many 
territories, which, coupled with very liberal 
trial periods and long time financing of ap- 
pliances, have caused many prospects to be- 
come interested in electricity as a cooking 
and water heating fuel. 


Although electricity is the major compet- 
itor from a modern and agressive standpoint, 
nevertheless the industry should not neglect 
the continued competition from less conven- 
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TABLE NO. |. GENERAL INVESTMENT REQUIREMENTS FOR BOTTLED GAS 
OPERATIONS. 


———————__—_ 


625 1,000 2,000 
Customers Customers Customers 


A. General Investment on Operations 


Trucking equipment 


20 at $20.61 


Reserve customers’ equipment, fittings, etc. 


Tools and operating equipment 
Office furniture 


Appliance inventory 


Miscellaneous investment 


B. Cylinder Investment per Customer 


Total Investment Exclusive of Cylinders........ $2,612.20 


Cost of two 100-pound cylinders installed per customer with valves, f.o.b. 


$ 500.00 $1,500.00 $2,500.00 
412.20 412.20 412.20 
200.00 400.00 600.00 
300.00 400.00 600.00 
1,000.00 1,000.00 1,000.00 
200.00 400.00 500.00 
$4,112.20 $5,612.20 


factory $18.22 
Cost of one-half cylinder in reserve with valves, f.o.b. factory 4.56 
Freight on cylinders 1.65 
Cylinder Investment per Customer $24.43 


TABLE NO. 2. GENERAL COSTS CHARGEABLE TO SALES. 


Cost per Installation— 
(Assuming 125 New 
Sales Each Year) 


(1) Sales supervision per year 


month 


Store rent for display, sales office, etc., at $50 per 


Office Expense: 


(4) Car expense 


(2) Bookkeeper and stenographec...... 
(3) Telephone, light, supplies, etc..... 


(5) Taxes, insurance, etc. 


Total 


$1,500.00 $12.00 

600.00 4.80 
----$936.00 
.... 360.00 

1,296.00 10.37 

on 288.00 2.30 

100.00 80 

$3,784.00 $30.27 per job 


able to sales. 


(1) Salary of manager or owner $2,000; assuming three-quarters of his time, spent on 
sales, then 75% of $2,000 or $1,500 chargeable to this item. 


(2) Based on $130 per month or $1,560 annual; 60% of time on sales or $936 charge- 


(3) Annual costs of $600; 60% chargeable to sales. 
(4) Total $360; 80% chargeable to sales or $268. 
(5) Total taxes, insurance, audit, etc. $300; 3344% charged to sales. 


ient fuels such as kerosene, gasoline, oil, 
coal and wood. Both from a mechanical and 
an appearance standpoint, appliances using 
these fuels have been distinctly improved in 
the past few years, over their now obselete 
predecessors. The major sales of such ap- 
pliances are primarily in the replacement 
field where bottled gas should be making 
more adequate progress. 

As has been pointed out above, the com- 
petitive fuel and appliance situation has be- 
come much more intense and threatening 
since the original days of bottled gas 
marketing. Such changes have made it 
vital for the bottled gas marketers to ar- 
range more appealing advertising, develop 
improved sales approaches to the prospective 
users, extend more liberal trial period offers, 
finance bottled gas appliances over an in- 
creasingly greater number of years; offer 
more modern ranges with heat control and 
full insulation and modern styling and spend 
added money from an advertising and mer- 
chandising standpoint to sell the prospect on 
the advantages and economies resulting from 
the use of gas instead of other fuels for 
cooking, hot water heating, refrigeration and 


other miscellaneous uses in the home. Such 
a program requires a well conceived plan, 
backed with ample capital to make the ne- 
cessary expenditures and investment in cus- 
somer development and equipment and ap- 
pliance financing. In the past few years, 
lack of sufficient available capital has re- 
quired many marketers to restrict their 
activities very decidedly and, as a result, a 
number of them have merged with or sold 
out to other organizations with a stronger fi- 
nancial structure. 

Economic developments in the bottled gas 
industry in the past few years have placed 
it in the class of businesses built on a long 
term pay-out investment structure, rather 
than on an immediate merchandising profit 
structure. 

As a large majority of the marketers have 
been schooled in and have developed their 
business on the merchandising profit basis, 
they have not been converted easily in their 
policies and thoughts to the long-term invest- 
ment type of business. Their lack of capital 
was generally a powerful factor in their 
slow change from one fundamental policy to 
the other. The result has been that the com- 
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panies which approached the development 
problem with the basic policy that they were 
in a business that required a substantial cash 
investment in each customer added, have ob- 
tained in recent years by far the larger pro- 
portion of the new customers. 

A detailed study of the investment re- 
quirements and operating costs for bottled 
gas distribution was felt to be highly ad- 
visable; therefore tables have been prepared 
based on experience showing such invest- 
ments and costs. ‘These are based on aver- 
age minimum needs and, in many cases, the 
requirements would be even larger on invest- 
ment, and costs higher on operations. 

As a general assumption, the figures used 
are based on 125 sales each year and on 
furnishing gas service to 625, 1000, and 2000 
customers. The 625 figure has been used as 
representative of the number of customers 
served after a typical five year sales pro- 
gram. It is possible in some instances for 
the number of sales each year to be larger 
for a given company, and such larger sales 
would change the figures somewhat, but not 
to a major degree, in regard to average in- 
vestment per customer and average operating 
cost per pound. The cylinder investment per 
customer is the largest single item in invest- 
ment; therefore even though a_ reduction 
might possibly be made in the investment per 
customer because of a larger number of cus- 
tomers served, nevertheless the total cylinder 
investment per customer would not be re- 
duced appreciably. 

In regard to the operation costs, into 
which have been reflected the losses from 
initial sales activities, the important costs 
would remain constant and only certain gen- 
eral costs would be reduced. It is estimated 
that upon doubling the number of assumed 
sales per year, the operating costs, including 
selling losses, would not be reduced over 5 
to 10 per cent. 

The initial cost or investment to set up a 
bottled gas operating company includes the 
general investment necessary for trucking 
equipment, tools, ofhce furniture, appliance 
inventory, a supply of equipment for leasing 
to customers and an initial supply of cylin- 
ders. Table No. 1 sets out these require- 
ments, depending upon the number of cus- 
tomers. It should be noted that the minimum 
general investment is $2,612.20, which is 
needed even before starting operations. To 
this base investment must be added the in- 
vestment in cylinders for customers’ service, 
and for each customer $24.43 must be avail- 
able in the cylinder investment account. This 
is based on two cylinders being installed at 
each customer’s location and one cylinder be- 
ing in reserve for each two customers served. 
The reserve cylinders are those in transit, 
in warehouse, at bulk station, out of service 
for repairs, on delivery truck, or in other 
places. 

We will now take up the general costs 
chargeable to sales, and in Table No. 2 sales 
supervision, store rent, office equipment, car 
expense, taxes and insurance have been item- 
ized. It should be observed that the salary 
of the manager or owner of the business has 
been set at a low figure of $2,000 per year, 
and that 75 per cent of this, or $1,500, has 
been assumed as chargeable to sales, the 
balance being chargeable to operations. It is 
also assumed that the manager, or owner, 
will be doing some selling of appliances di- 
rectly to the consumer. Table No. 2 indicates 
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that the general cost per customer sold runs 
$30.27. 

The next general item to be considered, 
before consolidating the various costs, is that 
shown in Table No. 3, namely general op- 
erating costs. It will be noted that this 
covers operating supervision, warehouse 
rent, office expense, car expense, etc. This is 
set out on a basis of serving 625, 1,000 and 
2,000 customers. 

One of the most interesting and probably 
the most misunderstood item in costs in bot- 
tled gas merchandising is that of the sup- 
posed profit on making the original sale. Ta- 
ble No. 4, “Costs and Revenue on Installa- 
tion Sales” is based: on the average type ap- 
pliance sold to bottled gas users throughout 
the United States. The appliance cost f.o.b. 
factory has been taken as $40, with $35 
write-up. To this has been added the $9.75 
revenue from the customer installation charge, 
which gives an average revenue per sale of 
$84.75. The costs applicable against this are 
outlined in this table and include the costs 
of the customer leased equipment (exclud- 
ing cylinders), an average sales commission 
of 20 per cent, a trade-in allowance of $5 
(actually lower than the average trade-in), 
advertising costs and credit losses. It will 
be noted that the total cost, or out of pocket 
money when an appliance is sold is $98.16, 
while the distributor receives $84.75 gross 
revenue, which leaves him with an imme- 
diate net cash expenditure of $13.41 per new 
customer. 

Table No. 4 also sets out the costs and re- 
venue on installation sales where zo appli- 
ance is sold. Here it will be seen that the 
net cash requirement per new customer sold 
amounts to $22.41, due to loss of the assumed 
appliance profit. 

We now have some basic costs and invest- 
ment requirements that can be consolidated 
into a picture that will show the general in- 
vestment and operating costs of a_ typical 
bottled gas company. 

Referring to Table No. 5, “Investment and 
Capital Charges,” column (4) shows the de- 
crease of general investment per customer as 
new customers are added, column (5) shows 
the investment per customer in cylinders, and 
column (6) shows the rapid increase in in- 
vestment for cylinders as new customers are 
added. The total of these investments is set 
out in column (7), and column (8) shows 
the yearly charges that must be set aside to 
cover the investment. These capital charges 
of 16 per cent are made up of interest at 
6 per cent, and depreciation at 10 per cent. 
As will be noted by column (9), the average 
pounds of propane per customer per year 
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| TABLE NO. 3. GENERAL OPERATING COSTS. 


Number of Customers Served 


(2) $20.00 per month covers small space in outside store and warehouse. 
customers, company would have to have own store, warehouse, etc. 


(3) See Table No. 2 for 625 customers. 
$110.00 per month. 


(4) See Table No. 2. 


(6) See Table No. 2. 


TABLE NO. 4. COST AND REVENUE ON INSTALLATION SALES. 


625 1,000 2,000 

(1) Operating supervision per year $ 500.00 $ 500.00 $2,300.00 
(2) Rent for warehouse for storage of cylinders, 

reserve equipment, appliances, garage, etc..... 240.00 960.00 960.00 

(3) Bookkeeper and stenographer 624.00 1,944.00 1,944.00 
Additional personnel for collection, mainte- 

nance, etc. 0.00 1,440.00 2,880.00 

(4) Office expense, telephone, light, heat, etc 240.00 600.00 600.00 

BRE SOE. SS IO 72.00 792.00 792.00 

(6) Taxes, insurance, ete. 200.00 600.00 900.00 

Total General Operating Costs...........-.....-..---0----- $1,876.00 $6,836.00 $10,376.00 


(1) See Table No. 2. With 2,000 customers, assistant manager would be required. 
On 1,000 


On 1,000 customers additional emplovee at 


(5) See Table No. 2 and on 1,000 and over customers, an extra car is necessary. 


Where an 
Appliance 
Is Sold 
Cost Items: 
Ne Ae ED $40.00 
Appliance freight . 3.00 
Conenet (Tete 12 to 36), f.20.D. faectory...._._.__..._.._........... 8.80 
CINE OE secsisuienctninsenllaeincictantncmeicns .30 
| I a enshciaelilinecsteiiepeeivinta .60 
| Regulator with manifold and pigtails, relief valve-..._..... 6.41 
| Freight on above equipment (estimated) 1.60 
| Pie or tenes ae fee... 3.50 
| Installation cost (including labor, truck time, etc.) -........... 6.00 
| ee ESET LATE TE 15.95 
| Trade-in allowance on appliance (average) ...................... 5.00 
i ale tiicpiepiaginentooccanes 3.00 
| RSAC SES ie ORY a ERO Se ae 4.00 
| Total Cost Items per Installation..............--....-----.---0-------- $98.16 
| Revenue Items: 
| Appliance (average sales price)............ $75.00 
Installation charge . 9.75 
pg ESE ER cece 84.75 


Net loss per customer sold, exclusive of sales supervision, 
management costs, general overhead such as light, heat, 
insurance, etc., that are directly chargeable to sales........ $13.41 


* Commission is figured on net retail price of appliance after deduction of 


a $$$ ——— a —— 


TABLE NO. 5. INVESTMENT AND CAPITAL CHARGES. 


(1) (2) (3)* (4)* (5)* (6) (7)* (8)* (9)* (10) 
General Cylinder Pounds 

Total Investment Investment Total Total Capital Propane per Propane 

Year of Number of General Per er Cylinder of All Charges Customer Sold 
Operations Customers Investment Customer Customer Investment Investment 16% Per Year’ in Pounds 
First ..... 125 $2,612.20 $20.89 $24.43 $ 3,053.75 $ 5,665.95 $ 909.00 350 43,750 
Second 250 2,612.20 10.45 24.43 6,107.50 8,219.70 1,395.00 350 87,500 
Third 375 2,612.20 6.97 24.43 9,161.25 11,773.45 1,879.00 350 131,250 
SIDI 2 ceeabasicidhaninaiinnibabepeti 500 2,612.20 5.12 24.43 12,215.00 14,827.20 2,388.00 350 175,000 
Fifth 625 2,612.20 4.18 24.43 15,268.75 17,880.25 2,880.00 350 218,750 
1,000 4,112.20 4.11 24.43 24,430.00 28,542.20 4,560.00 350 350.000 
2,000 5,612.20 2.81 24.43 48,860.00 54,472.20 350 700,000 


8,695.00 


*Column: (3), (4), (5), See Table No. 1. 


(7) Column 3 plus Column 6. 
and delivered on the average during first year’s operations. 


(8) Interest 6%; Depreciation 10%. (9) Estimated that 350 pounds 


(See discussion.) Slide rule calculations. 


Where an 
Appliance 
Is Not Sold 


22.41 


—— 


trade-in. 


' 7 
(ii) 


Capital 
Charges 
per Pound 


$.020% 
Ole 
0145 
0137 
0132 
O13] 


0124 


will be sold 
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TABLE NO. 6 GENERAL OPERATING AND MAINTENANCE COSTS. 
(12) (13) (14)* (15)* (16) (17) (18) (19) (20)* (21) (22) (23)* (24) 
Annual Cost of Deliver Operating Gen. Operat. No. Cylinders Total No. Cylinders Maint. Costs Maint. Cost No. Cost of Retesting Cost 
Fuel Load Fuel Cost of Fuel Cost Charg. Costs Purchased Cylinders to per Year per Cylinders _Retesting at r Pound 
in Pounds per Pound per Pound to Fuel Sales per Pound Each Year Owned Maintain at $.35 perCyl. Pound Retested $2.50 per Cyl. Total Load 
43,750 $.0525 $.0225 $1,876.00 $.0428 312 SM a ae LEAT 2 Sp EIS OOS AS ey ar 
87,500 .0510 0215 1,876.00 .0214 313 625 312 $109.20 RP? a ian Sage Ie meee 
131,250 .0495 .0210 1,876.00 .0143 312 937 625 218.75 Itai OLR ie oR, OP atk aa ee 
175,000 .0490 .0205 1,876.00 .0106 313 1,250 937 327.95 PS nc pee Ne Rig Ul 
218,750 0485 0200 1,876.00 .0086 312 1,562 1,250 437.50 .0020 312 $780.00 $.0036 
350,000 0445 0195 6,836.00 0195 313 2,500 2,187 767.50 .0022 313 782.50 .0022 
700,000 0415 .0190 10, 376.00 .0148 313 5,000 4,687 1,641.00 0624 313 782.50 0011 
*Column 
14. Includes transportation from bulk station to distributing point. 
| 15. Table No. 3 
| 20. Maintenance charges per year at $.35 made up of $.15 painting, and $.20 valve and other cylinder maintenance each year. 
| 23. Includes transportation to and from point for retesting; necessary to retest cylinders every five years. 
i ‘ ouhala 
| 
| TABLE NO. 7. TOTAL COSTS AND NET INCOME ON FUEL SALES. 
| EE (26) (27) (28) (29) (30) (31) (32) (33) (34) (35) 
Cost Delivery Capital 
Total Propane of Fuel Cost Charges General Maintenance  Retesting Cost Total Costs Average Net Operating Total 
Sold per per per Operat. Costs Cost per per Pound per Selling a oe Net Income 
in Pounds Pound Pound Pound per Pound Pound of Total Load Pound Price Poun from Gas Sales 
43,750 $.0525 $.0225 $.0208 $.0428 ate “ee $.1386 $.115 ($.0326) (81,032.50) 
87,500 .0510 .0215 .016 .0214 mga 1112 115 -0038 2.50 
131,250 .0495 .0210 .0143 .0143 .0017 went .1008 115 .0142 1, 863. 75 
175,900 .0490 .0205 .0137 .0106 De... + eee .0957 115 .0193 3, 375.00 
218,750 .0485 .0200 .0132 .0086 .0020 .0036 .0959 115 0191 4,178.12 
$ 8,416.87 
350,000 .0445 0195 0131 .0195 .0022 0022 .1010 115 .0140 4,900.00 
700,000 0415 .0190 .0124 .0148 .0024 0011 0912 115 .0238 16,660.00 
Note: Figures in ( ) indicate losses. 
taints ‘ 
| 
| TABLE NO. 8 NEW iNSTALLATION SALES. 
(36)* (37)* (38)* (39)* (40)* (41)* (42)* (43)* (44)* (45)* (46) 
Loss on No. of 
Customers’ Sales on 
Losson Of Total ate Which No Total Net 
on Customers 125 Sales Total Net Loss Where No Appliances Total Loss on 
Total Equipment Avg. No. on Customers’ Appliance Are Sales Loss Customers 
Marketer Where on Which — ment Sold Sold Out where no Equipment General Costs Cumulative 
Sales Appliance Appliances re (Conversions, of Total Appliances from Installa- Chargeable Total Net Total 
| Yearly Is Sold lan Sold Saolinaien Sold Ete.) 125 Sales are sold tion Sales ales Sales Cost Sales Loss 
FF I a Se 125 ($13.41) 90 ($1,206.90) ($22.41) 35 ($784.35) ($1,991.25) ($3,784.00) ($ 5,775.25) ($ 5,775.25) 
es _reerertw l ($13.41) 90 ($1,206.90) ($22.41) 35 ( 784.35) ( 1,991. 25) ( 3,784.00) ( 5,775.25) ( 11,550.50) 
| Le, 125 ($13.41) 90 ($1,206.90) ($22.41) 35 ( 784.35) ( 1,991. 25) ( 3,784.00) ( 5,775.25) ( 17, 325.75) 
og eee 125 ($13.41) 90 ($1,206.90) ($22.41) 35 ( 784.35) ( 1,991.25) ( 3,784.00) ( 5,775.25) ( 23, 101.00) 
PEED. ahisaleticrsnitois 125 ($13.41) 90 ($1,206.90) ($22.41) 35 ($784.35) ($1,991.25) ($3, 784. 00) ($ 5,775.25) ( 28, '876. 25) 
Total for 
5 Years . . 625 ($13.41) 450 ($6,034.50) ($22.41) 175 ($3,921.75) ($9,956.25) ($18,920.00) ($28,876.25) 
Note: Figures in ( ) indicate losses. j 
oe (40) See Table No. 5S. 
(36) Number of installations sold per yeas. (41) See (38) above. 
(37) See Table No. 4. (42) Column (40) multiplied by column (46). 
(38) Out of 125 dealer installation sales, average number appliances sold (43) Sum of column (39) and column (42). 
| equal 90, leaving 35 installation ‘sales without appliance sales. (44) See Table No. 2. 
(39) Column (37) multiplied by column (38). (45) Sum of columns (44) and (45). 
| 
_———————Ew ————————————— 


has been assumed at 350, and with this base 
figure, the capital charges per pound are out- 
lined in column (11). These range from 
$.0208 to $.0124, and expressed in cost to the 
distributor per 100-pound cylinder, amount 
to $2.08 to $1.24, every time that the cylinder 
is filled. Many companies have blinded 
themselves to this fact and have not set up 
proper reserves to cover it. As cylinders be- 
come obsolete or must be withdrawn from 
service due to natura! wear and tear and 
obsolescence, they do not have the money 
with which to purchase replacement equip- 
ment. 


As will be noted above, it has been as- 
sumed that the average customer will use 
350 pounds of propane during any one year. 
It is estimated that, during the first year op- 


erations, this same quantity of 350 pounds per 
customer on the average, will be sold and 
delivered, even though not used. Two cylin- 
ders or 200 pounds of propane will be de- 
livered at the same time the customer’s 
equipment is installed. It is estimated that 
there will be an average consumption, with 
consequent average delivery of an additional 
150 pounds during that same year. The 
same reasoning is applied to new customers 
during succeeding years, for an estimate of 
their average consumption during the same 
year in which they are sold. 

Table No. 6, “General Operating and 
Maintenance Costs,” sets out some interesting 
figures based on correlated data on many 
operating companies. The cost of the fuel 
has been shown in column (13), and is 


based on the average current prices in dis- 
tributors’ cylinders at an operating bulk sta- 
tion. The bulk station prices vary some- 
what, but not greatly; in some _ instances, 
the gas is purchased by the distributor at 
the production point, and in such the gas 
cost may be somewhat lower because tank 
car freight to a bulk station and storage 
costs are eliminated, but the increased trans- 
portation cost of the gas in cylinders to the 
distant point of consumption generally makes 
such costs excessive. Also there are many 
obvious operating and investment disadvan- 
tages in the long cylinder haul by rail or 
truck. 

Column (14) indicates the delivered cost 
of the fuel on a per pound basis to the retail 
customers. This cost also varies, depending 
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TABLE NO. 9. NET PROFITS OR LOSS FROM ALL OPERATIONS. 
(47)* (48)* (49)* (50)* (51)* (52)* (53)* 
Assuming Sales by Manager or Otherwise on 
Which no Commission is Paid and thus Addi- 
Total Net ditional Income 
Income or Total Net Income Commission Assumed Number Total Total 

Total Number Deficit from Net Annual or Deficit per of Installations Commission Net Profit 

of Customers Gas Sales Sales Cost All Sources Installation Sold by Manager Not Paid or Loss 
125 ($1,032.50) ($5,775.25) ($6,807.75) $15.95 30 $478.50 ($6,329.25) | 
250 332.50 ( 5,775.25) ( 5,442.75) 15.95 30 478.50 ( 4,964.25) 
375 1,863.75 ( 5,775.25) ( 3,911.50) 15.95 30 478.50 ( 3,433.00) | 
500 3,375.00 ( 5,775.25) ( 2,400.25) 15.95 30 478.50 ( 1,921.75) 
625 4,178.12 ( 5,775.25) ( 1,597.13) 15.95 30 478.50 ( 1,118.63) 
Be RR aR casa Ee OF TREE AL Te FPO RS, Me PS se AP NR are ($17,766.88) | 
1,000 . .00 ( 5,775.25) ( 875.25) 15.95 30 478.50 ( 396.75) | 
2,000 16,660.00 ( 5,775.25) 10,884.75 15.95 30 478.50 11,363.25 | 
Note: Figures in () indicate loss figures. | 
* Columns: (50) 20% of 79.75—Refer to Table No. 4. | 
(47) See Column (35) Table No. 7. (51) No. of sales assumed to have been sold by manager. | 
(48) See Column (45) Table No. 8. (52) Column (50) multiplied by Column (51). 
(49) Sum of Columns (47) and (48). (53) Sum of Column (52) and Column (49). | 


upon methods of operation, and is used as a 
minimum figure. In cases where deliveries 
are made close to the point of distribution, 
the costs may be lower, but the same dis- 
tributor generally has customers scattered 
over a wide area and the higher costs for 
the greater distances bring up the average. 

The operation costs of a general nature, 
chargeable to fuel sales, shown in column 
(15), are those determined from Table No. 3, 
and column (16) shows these broken down 
into cost per pound. 

Another item that is many times disre- 
garded in making an analysis of the poten- 
tial costs of operation is that of cylinder and 
equipment maintenance. Columns (18), 
(19), (20) and (21) represent the main- 
tenance cost and these are based on a figure 
of $.35 per cylinder per year. Another very 
important item is that of cylinder retesting. 
All Interstate Commerce Commission cylin- 
ders, for use in transportation, must be re- 
tested every five years to comply with the 
Commission’s regulations. Many companies 
have never had their cylinders retested be- 
cause they do not ship them by rail, but 
handle all transportation by truck. However, 
these cylinders, subject to shocks and rough 
handling in transport, should be retested in 
accordance with Interstate Commerce Com- 
mission regulations. It should also be kept 
in mind that interstate trucking by common 
carrier has now been placed under the juris- 
diction of the Interstate Commerce Commis- 
sion and of the Bureau of Motor Carriers of 
the Federal Government, thus requiring these 
cylinders to comply, from a retest standpoint, 
with the I. C. C. regulations as though they 
were shipped by rail. There is necessity of 
setting up provisions, in an estimate of op- 
erating expenses, for the retesting of these 
cylinders. This retesting has been estimated 
at $2.50 per cylinder, including the cost of 
taking the cylinder out of service, shipping it 
to a retest point, retesting in a water jacket, 
and putting it back into service again. 

In Table No. 7, the costs on a per pound 
basis of the fuel, delivery costs, capital 
charges, general operating costs, maintenance 
and cylinder retesting cost, have been shown. 
Column (32) gives the total cost per pound 
depending upon the different numbers of 
pounds sold per year. The cost in the first 


bracket, which covers the first year of op- 
eration, shows an average of $.1386, with 
decreasing costs per pound, as added cus- 
tomers are served. 


Column (33) assumes an average retail 
selling price of $.115 per pound for all cus- 
tomers (which figure is doubtless on the high 
side). Many companies with the sliding 
scale type of price schedule in effect, which 
reduces the price to the customer as larger 
volumes per month or per year are con- 
sumed, have lower than $.115 average in- 
come per pound. Column (34) gives the net 
operating income per pound, and it will be 
seen that in the first bracket there is a loss 
on all gas sold. In the second bracket a 
slight profit is shown but some net profit is 
made on the larger consumptions per year. 
This net operating profit has been trans- 
posed into dollars per year in column (35). 
Before leaving this table, it should be noted 
specifically that these net profit figures are 
only those from the gas sales and do not 
cover the overall picture. 

Now, referring to Table No. 8, the losses 
from merchandising activities are depicted. 
The total sales per marketer per year are 
assumed as 125, and experience has shown 
that appliances are not sold to all customers 
that are obtained. Thus, as per column 
(38), only 90 of the 125 new customers pur- 
chase a stove from the marketer. The loss 
on each of these customers averages $13.41. 
Column (39) shows the total net loss on such 
customers to be $1,206.90 per year. In addi- 
tion to this, there were 35 customers on 
which no appliances were sold, thus result- 
ing in a sales loss of $22.41 each, or, as per 
column (42), a loss of $784.35. These losses 
total $1,991.25, column (43), and adding to 
this the general cost chargeable to sales of 
$3,784.00, column (44), we have a total net 
sales cost or loss per year, as set out in col- 
umn (45), of $5,775.25. 

From the tables already discussed, we can 
now arrive at a consolidation to determine 
the net profits or losses from all operations. 
Table No. 9, column (49) shows the dollar 
loss per year, and there is an overall net 
loss each year until such time as more than 
1,000 customers are served; however, if 
2,000 customers are served, the yearly profit 
amounts to $10,884.75. As was stated earlier, 
the sales manager or owner would make 
some sales directly to the consumers on which 
no commissions would be paid. Therefore, 
this has been consolidated into Table No. 9, 
and as per column (53), the net loss is re- 
duced by $478.50 per year. 

The thought will undoubtedly occur to the 
reader that with the profit being shown from 


gas operations and a considerable loss on new 
sales, less effort should be put into the ob- 
taining of new users and the sale of appli- 
ances, and the marketer should concentrate 
on gas delivery. It should be borne in mind 
that it is impossible to develop the gas vol- 
ume to a point where the operations will be 
profitable without intensive work on the 
sales end, thus resulting in the gas load be- 
ing eventually directly proportional to the 
effort and cost of the sales activities. 

In conclusion, it is evident from the figures 
shown that: first, a merchandising profit is 
not generally possible in the sale of bottled 
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LIGHT ON WEIGHT---HEAVY ON STRENGTH 


The scales prove the weight economy 
of Hackney liquefied petroleum gas 
cylinders. Long years of trouble-free 
service prove their strength. 


Back of these important factors lies 
the efficiency of design, workmanship 
and raw materials of Hackney cylin- 
ders. 


Because Hackney cylinders are light on 
weight and heavy on strength, they 
are preferred two to one against all 
others combined. They carry Butane, 
Propane, and Butane-Propane mixtures 
for virtually all the leading companies 


in this field. 


ieleitaim PRESSED STEEL TANK COMPANY 


MILWA KEEFE 


208 S. LaSalle St. Bldg. 
Room 1185 
Chicago, Ill. 


Contacners for Gases, Liyutde and Solids 


1363 Vanderbilt 
Concourse Bidg. 
New York, N. Y. 


6633 Greenfield Ave. 
Milwaukee, Wis. 
666 Roosevelt Bidg. 
Los Angeles, Calif. 
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JOHNSON 


ADJUSTABLE TORCH 
AND MELTING POT 


ee 


An ideal Torch for plumbers, sheet metal workers, battery men or 
for any shop and laboratory use. Heats soldering coppers, melts 
soft metals, heat-treats small metal parts, and may be used as an 
efficient hand torch. 


Jasons ts 


Western Representative: 
Cc. B. BABCOCK CO. 
135 Bluxome Street 
San Francisco, Calif. 


No blower used. Write for details. 


Eastern Representative: 
J. H. McPHERSON 
250 Stuart Street 
Boston, Mass. 


WESTERN GAS 


gas appliances and the leasing of utiliza- 
tion equipment to new customers; second, 
that a substantial cash investment must be 
incurred, to cover general equipment and 
cylinder investment to properly serve the 
bottled gas users; third, that the capital 
charges on this large ‘investment constitute 
an important cost item in operating charges; 
fourth, that equipment maintenance and 
cylinder retesting, although they are items 
that are generally disregarded in preliminary 
analysis of bottled gas distribution costs, are 
nevertheless items of great financial impor- 
tance; fifth, that bottled gas marketing and 
servicing does not become profitable until 
around 1,500 customers per marketer have 
been obtained; sixth, that approximately 
$40,000 net investment in physical equipment 
is the minimum required to obtain and serve 
the 1,500 customers which are necessary to 
permit profitable operations; seventh, that 
in addition to the physical investment of 
$40,000, there would be cumulative losses on 
sales activities of approximately $20,000, re- 
sulting in a total minimum investment and 
expenditure of $60,000 before reaching a 
consistently profitable operating stage; and 
eighth, that increasing pressure from elec- 
tricity and other competing fuels, will prob- 
ably result in progressively decreased bot- 
tled gas retail prices, with a resultant nar- 
rowing of the already thin profit margin, and 
a rapid increase in the cash requirements 
necessary before attaining enough active 
customers to be on a profitable operating 
basis. 


Refinery Production Planned by 
Wasatch Oil at Woods Cross 


Wasatch Oil Refining Co., Salt Lake City, 
Utah, is contemplating the installation of a 
plant to extract butane and propane from 
refinery vapors at its Woods Cross refinery 
6 miles north of Salt Lake City. As tenta- 
tively planned, the plant would have a capac- 
ity of 1,250 barrels a day. 

Several of the company’s technical staff 
were on the west coast in January investigat- 
ing butane-prepane production and _ utiliza- 
tinn phases, including William Yates, general 
manager; A. G. Coppins, chief chemist; 
F.R. Hanson, chemist; and Gilbert D. Moyle, 
sales department. 


Bryant Heater Co. Issues New 
Catalogue on Air Conditioning 


Bryant Heater Co., Cleveland, Ohio, has 
issued a new catalogue on its air condition- 
ing equipment which is attractively gotten up 
in three colors with illustrations of outdoor 
scenes symbolizing the advantages of year- 
round gas air conditioning and indoor scenes 
showing the appliances in their settings. The 
catalogue stresses the efficiency of gas-fired 
air conditioning equipment by linking it with 
the superiority of gas as a heating and air 
conditioning fuel. 


Powell Appointed Mississippi 
Sales Supervisor 


J. J. Powell, who was dealer coordinator 
for the Mississippi Power & Light Co. last 
year, has been appointed state sales super- 
visor for the company _for the current year. 
Mr. Powell will travel throughout the com- 
pany’s territory in the interest of dealer 
cooperation. 
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Ruud Issues Comprehensive Portfolio 


of Sales Aids 


UUD MANUFACTURING CO., Pitts- 
burgh, Pa., recently issued a portfolio 
of sales and advertising helps that is one of 
the most comprehensive efforts of its kind 
undertaken to date. The portfolio is spiral- 
bound and is 2 inches thick, containing nine 
sections, each of which is a portfolio in itself. 
The first section is entitled “The Sales- 
man” and contains a salesman’s presenta- 
tion book which is attractively gotten up in 
color, setting forth by means of illustrations 
the uses and merits of gas water heating. 
This section also contains 16 leaflets and 
pamphlets illustrated in color describing the 
Ruud line of water heaters and furnishing 
addition sales presentation helps. 

The second section, “Direct Mail,” has 
three series of mailing pieces and a 15-page 
pamphlet entitled ‘““The Ready Letter Writer,” 
which contains samples of form letters 
grouped under various classifications of ap- 
peals. One of the mailing series consists of 
12 individual pieces. in color recommended 
for circulation to selected prospects and for 
salesmen’s follow-up... Another series is com- 
posed of six “Housekeeping Charts” which 
are four-page color folders dealing individu- 
ally with the application of gas water heat- 
ing to the different phases of housekeeping, 
and are punched in one corner so that they 
can be hung up for ready reference by the 
housewife. The third series is a group of 
10 advertising post cards which tell a pro- 
gressive story of gas hot water perfection on 
one side, with the other side left blank for 
imprinting the local message. 

The third section of the portfolio is under 
the heading of “General Folders and Dis- 
plays”; the fourth, under “Newspaper Ad- 
vertising,” containing a large number of 
layout and copy specimens; the fifth con- 
tains literature for the employee, home serv- 
ice representative and the plumber. 

The next three sections deal respectively 
‘with the company’s conversion heaters, tank 
water heaters and volume and commercial 
water heaters. As in the other sections, 
these contain appropriate literature for pro- 
motion ammunition. The last section, en- 
titled “Miscellaneous,” presents several ideas 
for sales stunts, special attractions, etc., 
among them a set of astrological charts cov- 
ering the twelve months of the year, with 
suggested procedures for distribution. 

Price lists for the literature are attached 
to each set, the price including imprinting 
of the individual company’s message in a 
space provided for the purpose on all pieces. 


Pacific Lighting Corp. Companies 
Report Increased Earnings for 1935 


The three operating companies of the Pa- 
cific Lighting Corp. which headquarter at 
Los Angeles report net earnings for the 12 
months ending December 31, 1935, as fol- 
lows: 

Los Angeles Gas and Electric Corp.—$4,- 
058,968, or an increase of $638,779 over the 
same period in 1934. 

Southern California Gas Co.—$3,072,592, 
or an increase of $1,379,371. 


Southern Counties Gas Co.—$1,249,649, or 
an increase of $520,577. 
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In our capacity as designing and construction engineers 
for all Gas Company building projects, this organization 
has constantly satisfied the industry's technical demands 
for thorough and competent workmanship. 


FLUOR CORPORATION 


909 East 59th Street Los Angeles, California 


909 McCormick Bidg. 3612 Edwards St. 
Chicago, Illinois Alton, Illinois 


1406 Esperson Bldg. 719 McBirney Bidg. 
Houston, Texas Tulsa, Oklahoma 


YOU can save TIME and MONEY 
with the GREENLEE 


220 East 42nd St. 
New York City, N. Y. 


ooo 


Hy dravbic Pipe Pusher 


It doesn't make much difference how the underground 
installation of pipe has been made, in order for the 
Greenlee Hydraulic Pusher to show real savings. It 


vwvvv 


does away with much trenching, back- 
filling, tamping, etc.; it saves tearing up 
lawns and pavement; and it shows a time 
and labor saving over the pushers that 
require several men to operate them 
when difficult soil is encountered. All 
that is necessary with the Greenlee is to 
make a trench long enough to accom- 
modate the pusher with a section of 
pipe, and one man can furnish sufficient 
power to send it where it is wanted, 
simply by pumping the levers. It is easily 
set up, and there are eight speeds pro- 
vided for varying soil conditions. 


The Greenlee Hydraulic Pipe 
Pusher is self-contained. It op- 
erates on a notched steel base, 
so that it is necessary to reset 
the pipe clamp only every 4 to 
7 feet, depending on the length 
of base used. By taking advan- 
tage of hydraulic pressure, this 
tool has been made very com- 
pact and easy to operate. One 
man, standing in a comfortable 
position, can exert the maximum 
pressure of 40,000 pounds on the 
pipe clamp. Capacity is pro- 
vided for pipe from I'/, to 4-inch. 
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GREENLEE TOOL CO. 
1700 Columbia Ave. 
ROCKFORD, ILLINOIS 


LET US 
SEND 
COMPLETE 
DETAILS 
GREENLEE TOOL CO., 1700 Columbia Ave. Rockford, lll. #82 |... 
Please send complete details on the Greenlee Hydraulic Pipe Pusher. 
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MODERN GAS COOKING BOOSTED bY 
MARCH ADVERTISING AND 
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Stresses Up-to-Date Gas 
Kitchens in All Consumer 
Publications Used 


Display advertising and publicity arti- 
cles, prepared under the direction of the 
Cooperative Advertising Committee, 
feature the modern gas range in March. 

The full-page advertisement repro- 
duced at right appears in “Sunset”’ 
Magazine covering the entire Pacific 
Coast and in club-women’s and parent- 
teacher magazines. Complementing the 
advertisement, articles on the same 
subject appear in news columns of 
these same publications. 

Carefully designed to appeal to 
housewives, the advertising and pub- 
licity stress outstanding qualities of 
modern gas cooking—low cost, auto- 
matic control, speed and cleanliness. 
Thousands of women are influenced by 
these impressions; and thus are more 
easily converted into “‘prospects’’ for 
gas appliances that build load. 


Additional Gas Promotion 


Other new P.C.G.A. advertisements for 
March are: 

Architects & Builders: Gas heating and 
air conditioning in new Sunkist Building, 
Los Angeles. (Architect and Engineer; 
California Arts & Architecture). 


Appliance Dealers: Model Gas Kitchen natiatiatiatintiatiatatateatiatiaing| | xpcrience has taught thenn all that Gas is: oe nd Control fo 
and gas appliance merchandising of W. H. Ri Katsionleat PAINE Tha eal Get haa gives santos, fall beet Sor openly etsidaats. | ~~ uiapneciian eternal 
Picard, Inc., Oakland, outstanding plumb- ea eee ae a ee ee Od ee ay : 
ing store of the Coast (Western Plumbing & —— so ee 


Heating Journal).—Paul’s Furniture Store, 
Salinas, finds profit in gas appliance selling 
(Western Furniture Retailing). 

Commercial Cooking: Desert Inn, Palm 
Springs, nationally-famed winter resort, 
installs unusual gas cooking installation 
(Pacific Coast Record; Western Hotel Re- | A 7 ee ee eek 
porter; Keeler’s Pacific Hotel Review). : Ze a — ae 

Commercial Baking: Schweitzer's Pies and ie SA cute tenaa ot Coe 
Cakes, Los Angeles, finds gas best for qual- 
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ASSOCIATIONS 


Programs Set for P. C. G. A. Conferences 


NNUAL spring conferences of the Pa- 

cific Coast Gas Association are dated 
for the latter part of this month in Los An- 
geles, with a comprehensive program already 
arranged. The Accounting Section and the 
Sales and Advertising Section meet on March 
19 and 20, while the Technical Section con- 
ference is scheduled a week later, March 26 
and 27. All meetings are to be in the Los 
Angeles Gas and Electric Corp. Building at 
810 South Flower St. Several luncheon and 
dinner meetings to be staged in the cafeteria 
of the same building are included in the pro- 
gram, which appears below for all three of 
the conferences: 


ACCOUNTING SECTION 


Lester E. Green, General Chairman 


THURSDAY, MARCH 19 
9:30 A. M. in Auditorium 


Joint meeting with Sales and Advertising 
Section to discuss sales and accounting as- 
pects of long term financing. (See Sales Con- 
ference Program.) 


12:15 P.M. 


Luncheon in Cafeteria adjacent to Audi- 
torium. 


2:00 P. M@.—Room 930 


Customer Accounting as It Affects Public 
Relations—A discussion led by O. L. Moore, 
Los Angeles Gas and Electric Corp. 


Customer Deposit Policies—A _ discussion 
led by M. W. Gibson, Seattle Gas Co. 


FRIDAY, MARCH 20 
10:00 A. M.—Room 930 


How Long Should We Keep Our Type- 
writers ?—The conclusions of a recent study 
by Robert Frizelle. 


Standardization of General Service Forms 
—A discussion led by M. A. Seeley, Los An- 
geles Gas and Electric Corp. 

The Bi-Weekly Payroll—A discussion led 
by J. M. Bourus, San Diego Consolidated 
Gas and Electric Co. 


12:15 P.M. 


Joint Luncheon with Sales and Advertising 
Section in Cafeteria on Twelfth Floor. 


2:00 P. M.—Room 930 


Use of the Degree Day Method of Inter- 
preting Customers’ Bills—O. J. Kaufman. 

Numbering and Inventorying Office Equip- 
ment—Robert Frizelle. 


SALES AND ADVERTISING 
SECTION 


W. M. Jacobs, General Chairman 


THURSDAY, MARCH 19 
9:30 A. M. in Auditorium 


Opening Remarks—H. M. Crawford, 
President, Pacific Coast Gas Association. 

Announcements — W. M. Jacobs, Chair- 
man, Sales and Advertising Section. 


Sales and Accounting Aspects of Long 
Term Financing—An open discussion led by 
E. J. Strickland, Chairman of Domestic Sales 
Committee and C. T. Burns, Chairman of 
Accounting Section Committee on Credit 
Problems. 


Home Service Committee: At 10:00 A.M. 
members of the Home Service Committee will 
meet in the Employee Lounge across the hall 
from the Auditorium. 


12:15 P.M. 


Luncheon served in Cafeteria adjacent to 
Auditorium. 


2:00 P. M. in Auditorium 


Review of Home Service on Pacific Coast 
—Victoria Warner, Chairman Home Service 
Committee. 


“All in a Day”’—A skit written and en- 
acted by members of the Home Service Com- 
mittee. 


Cooking Schools—Are They an Important 
Advertising Medium?—A discussion led by 
J. S. Spaulding, Los Angeles Gas and Elec- 
tric Corp. 


Progress on National Advertising—A re- 
port—F. M. Raymond, Chairman Advertis- 
ing Committee. 


Gas Exhibit at San Diego Exposition—A 
report—R. J. Phillips, San Diego Consoli- 
dated Gas and Electric Co. 

Furnishing Survey Data to Dealers—F. W. 
Thompson, Los Angeles Gas and Electric 
Corp. 

Gas Hair Dryer Campaign in Southern 
California—Max Scholter, Special Hair Dry- 
er Representative, 


FRIDAY, MARCH 20 
9:30 A. M. in Auditorium 


Industrial Data Bulletin Program—R. L. 
Grutzmacher, Chairman Industrial Sales 
Committee. 


New Applications of Gas Burner Equip- 


ment—C. A. Blesch, Natural Gas Equipment, 
Inc. 


Market Possibilities for Industrial Air 
Conditioning—A Discussion led by R. L. 
Grutzmacher, Chairman Industrial Sales 
Committee. 


Advertising Committee: At 10:00 A.M. 
members of the Advertising Committee will 
meet in Room 926. 


12:15 P.M. 


Luncheon served in Cafeteria adjacent to 
Auditorium. 


2:00 P. M. in Auditorium 


Industrial Gas Advertising—A _ discussion 
led by R. L. Grutzmacher, Chairman, Indus- 
trial Sales Committee. 

_Utility-Dealer Cooperative Advertising—A 
discussion led by J. Clark Chamberlain, Gas 
Appliance Association of San Diego. 

Exaggerated and Unethical Advertising— 
A discussion led by A. C. Joy, Pacific Gas 
and Electric Co. 


Calendar 
March 


Industrial Gas Section, A. G. A.—Industrial 
Gas Sales Conference, Hotel Statler, Detroit, 
Mich., March 10 and 11. 

Pacific Coast Gas Association, Sales and 
Advertising Section, and Accounting Section— 
Spring Conferences, Los Angeles Gas and Elec- 


tric Corp. Auditorium, Los Angeles, Calif., 
March 19 and 20. 

Oklahoma Gas ©& Electric Utilities Asso- 
ciation —- Annual Meeting, Oklahoma City, 
Ma ch 23. 

Pacific Coast Gas Association, Technical 


Section—-Spring Conference, Los Angeles Gas 
and Electric Corp. Auditorium, Los Angeles, 
Calif., March 26 and 27. 


April 


New Jersey Gas Association—25th Annual 

Meeting, Berkeley Carteret Hotel, Asbury Park, 
1. J., April 2. 

American Gas Association—Distribution Con- 
ference, Hotel Peabody, Memphis, Tenn., 
April 6 and 7. 

Mid-West Gas Association—3\st Annual 
Convention, Minneapolis, Minn., April 13-15. 

Missouri Association of Public Utilities— 
Annual Convention, Jefferson Hotel, St. Louis, 
Mo., April 29, 30 and May I. 


May 


-Annual Meet- 
J., May 5 to 7. 
American Gas 
Hotel 
Texas, 


Pennsylvania Gas Association 
ing, Skytop Lodge, Skytop, N. 

Natural Gas Department, 
Association——Annual Spring Meeting, 
Baker and Hotel Adolphus, Dallas, 
May 5-8. 

National Fire Protection Association—Atlan- 
tic City, N. J., May 11 to 14 

Indiana Gas Association—Annual Conven- 
tion, Purdue University, West Lafayette, Ind., 
May 20 and 2 


Industrial Gas Section, American Gas Asso- 
ciation—Commercial Gas and Hotel and Res- 
taurant Sales Conference, The Mayflower, 
Washington, D. C., May 25 and 26. 


American Gas Association—Production and 
Chemical Conference, New York, N. , May 
25 to 27. 


June 


American Society of Mechanical Engineers— 
Dallas, Texas, June 17 to 20. 


American Society for Testing Materials— 
Atlantic City, N. J., June 29 to July 3. 


July 


American Home Economics Association— 
Olympic Hotel, Seattle, Wash., July 6 to 9. 

Canadian Gas Association Annual Meeting, 
and Pacific Coast Gas Association, Northwest 
Conference, Hotel Vancouver, Vancouver, 


B.C., July 8-10. 


October 
American Gas _Association—18th Annual 
Convention, Atlantic City, N. J., week of 


October 26. 
November 


American Petroleum Institute—Annual Con- 
vention, Chicago, IIl., November 9-12. 


Radiant Heaters— Their Load Building 
and Competitive Value—A discussion led by 
Clyde H. Potter, Southern Counties Gas Co. 

Following New Construction—A discussion 
led by Paul Kuntz, Los Angeles Gas and 
Electric Corp. 

Group Appliance Selling—A discussion led 
by J. E. Kern, Southern California Gas Co. 
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TECHNICAL SECTION 


P. E. Beckman, General Chairman 


THURSDAY, MARCH 26 
9:30 A. M. in Auditorium 


Report of Transmission Committee 


A. B. Allyne, Southern Counties Gas Co., 
Chairman. 


Calorimetry Sub-Committee: 


Progress Report—Guy Corfield, Los An- 
geles Gas and Electric Corp., Chairman. 


Pipe Protection Sub-Committee: 


Progress Report—C. P. de Jonge, San Di- 
ego Consolidated Gas and Electric Co., 
Chairman. 

Improvements in Electrical Pipe Protection 
Equipment—W. R. Schneider, Pacific Gas 
and Electric Co. 

Tests to Determine the Importance of Dis- 
similar Metals Corrosion in a Distribution 
System—F. A. Hough and A. B. Allyne, 
Southern Counties Gas Co. 

Cathodic Protection by the Southern Coun- 
ties Gas Co.—H. J. Keeling. 

Corrosion Mitigation by Southern Califor- 
nia Gas Co. (A colored motion picture)— 
H. G. Laub. 


2:00 P. M. in Auditorium 


Compressor Plants and Pipelines Sub-Com- 

mittee: 

Progress Report—B. M. Laulhere, South- 
ern California Gas Co., Chairman. 

Piston Ring Temperatures—W. K. Dodd, 
Southern California Gas Co. 

An Instrument for Colorimetric Determi- 


nation of Hydrogen Sulphide in Natural Gas 
—M. T. Burton, Southern California Gas 
Co. 

Factors Affecting Flow in Gas Transmis- 
sion Pipelines—J. B. Reddick, Southern Cal- 
ifornia Gas Co. 

Orifice Meter Standards Sub-Committee: 

Progress Report—E. H. Fisher, Coast In- 
dustrial Gas Co., Chairman. 

Relation of Super-Expansibility to Specific 
Gravity of Hydrocarbon Gases—B. G. Wil- 
liams, Southern California Gas Co. 

The Intermediate Pressure Device—G. B. 
Reece, Southern Counties Gas Co. 


3:00 P. M. 
Report of Distribution Committee 


Otto Goldkamp, San Diego Consolidated 
Gas and Electric Co., Chairman. 


Domestic Regulator and Meter Capacities 
vs. Co-incident Demand—Norman L. Hoff, 
Los Angeles Gas and Electric Corp. 

Effect of Humidity of Gas on Leakage 
Through Jute Caulked Pipe Joints—Peter de 
Jonge, San Diego Consolidated Gas and 
Electric Co. 

Effect of Varying Humidity in the Distri- 
bution System on Domestic Gas Meter Ac- 
curacy—C. W. Capwell, San Diego Consoli- 
dated Gas and Electric Co. 


6:00 P.M.—L.A.G. and E. Cafeteria 


Joint Dinner Meeting with Southern California 
Meter Association 


Discussion of Use of New Orifice Meter 
Coefficients by Northern California Compa- 
nies. Led by P. E. Beckman, E. H. Fisher, 
and L. F. Reetz of the Pacific Gas and Elec- 


tric Co. 
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HANDBOOK OF 
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Big Second Edition 
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CONTENTS: Summary of Two Years’ Developments: Use in 
Internal Combustion Engines: Design and Installation of 


Storage: 


and Utilization: 


Supply from Petroleum Refineries: 
Data on the Lower Olefins: 
Economic Comparisons with Coal, Oil, 


Engineering 
Domestic Appliance Testing 


Electricity, Producer Gas, Manufactured Gas: Town Plants: 


Manufacture from Natural Gas: 


Special Uses: Volume 


Correction Factors: Supplements and Revisions: Transporta- 


tion: 
erties of Mixtures: 


Use with Other Gases: 
Bottled Gas Distribution: Bibliography: 


Analysis and Testing: Prop- 


Central Plant Directory: Catalogue Section: 
$5.00—Send Check or Money Order To 


WESTERN GAS, Publishers 


809 South Main St. 
Los Angeles, California 


Write for circular describing contents in detail. 


WESTERN GAS 


FRIDAY, MARCH 27 


9:30 A. M. in Auditorium 


Distribution Committee Report (Con- 
tinued) 

Pressure Telemetering and Remote Con- 
trol—_Wm. A. LaViolette, Pacific Gas and 
Electric Co. 

Sub-committee Progress Reports: 
Breaking in Gas Meters—Henry Harris, 


Los Angeles Gas and Electric Corp., Chair- 
man. 


Maintenance of Mains and Services—W. 
F. Pape, Pacific Gas and Electric Co., Chair- 
man. 


Combustible Leak Detectors—M. T. Bur- 
ton, Southern California Gas Co., Chairman. 


Gas Meter Change Period—F. S. Honber- 
ger, Southern California Gas Co., Chairman. 

Unaccounted -for-Gas—F. A. Hough, 
Southern Counties Gas Co. 


Universal Pilot Lights—C. Eldon White 
and C. W. Stewart, San Diego Consolidated 
Gas and Electric Co. 


12:15 P.M. 


Luncheon Served in Cafeteria Adjacent to 
Auditorium. 


2:00 P. M. in Auditorium 
Report of Utilization Committee 
Guy Corfield, Los Angeles Gas and Elec- 
tric Corp., Chairman. 


Thermostats for Gas Space Heaters—T. G. 
Wallace, Los Angeles Gas and Electric Corp., 
Chairman. 


Gas Refrigerator Operating Experiences— 
C. A. Renz, H. V. Bufhington, S. E. Vickers, 
Los Angeles Gas and Electric Corp. 


Gas Lighting: 
Progress Report: C. A. Thorp, Los An- 
Angeles Gas and Electric Corp., Chairman. 
What Does Present Day Gas Lighting 
Have to Offer?—W. G. Cox, Los Angeles 
Gas and Electric Corp. 
Distribution Training for Customers’ Serv- 
ice—Lee Holtz, Southern California Gas Co. 


Symposium on Customer Service—Led by 
Guy Corfield, Chairman Utilization Com- 
mittee. 


Western Gas Co. 45-Mile Line 
ls Completed 


The Western Gas Co. 6-inch 45-mile nat- 
ural gas pipe line, construction of which was 
reported in the December issue of Western 
Gas, to a smelter at Superior, Ariz., has been 
completed and gas service to the smelter be- 
gan on February 1. The line takes off from 
the company’s main 1034-inch transmission 
line near Casa Grande, and for the first 17 
miles of its course traverses an irrigated dis- 
trict, then follows U. S. Highway 180 over 
the mountains into Superior. 


Corriere Made Merchandising Assistant 


Appointment of Paul Corriere as assistant 
to the superintendent of merchandising of the 
San Diego (Calif.) Consolidated Gas and 
Electric Co. has been announced by A. E. 
Holloway, vice-president in charge of sales. 
In his new capacity Mr. Corriere will take 
care of merchandise ordering and will super- 
vise the transfer of merchandise. Mr. Cor- 
riere has been with San Diego Consolidated 
for the past ten years, and since 1929 has 
been appliance salesman at Coronado. 
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Gas Appliance Dealers: 
Only a few weeks more and F. H. A. terms will be 
a thing of the past. Let's make the coming 
month the biggest in our history. Use all the 
"old reliable methods such as newspaper adver- 
tising, posters, floor and window displays, direct- 
mail, etc.—then work up some new and original 
idea. For example: One enterprising dealer in 
our territory has a sidewalk-entrance display, 
plastered with such attention getting cards as 
those shown above. He's not letting any passer- 
by forget that F. H. A. appii- 
ance-loans will no longer be 
available after March 31. You, 


P-G-avF- 


PACIFIC GAS AND ELECTRIC COMPANY 
Owned, Operated and Managed by Californians 


No down payment 
Monthly payments 


as low as $3.00 
Up to 36 months 
ee 


too, can do something that will attract people 
to your store and induce them to buy now. 
Get busy! Cash in on all the F.H.A. publicity 

that has gone before and tie 


up with the ‘'farewell’’ drive 


that's going on right now. 
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REDUCE Installation Costs 
STOP Vibration 

with this Unit Heater 
HANGER and CANOPY 


Here is a sturdy, well designed hanger for 
suspending all sizes of gas unit heaters 
from ceilings or roof joists. For installa- 
tions where desirable to conceal hangers an 
aluminized 24-gauge steel canopy is pro- 
vided. This feature gives a finished ap- 
pearance to entire job. Two live rubber 
cushions absorb vibration and eliminate all 
noise. Write for new folder giving com- 
plete information and illustrating full line 
of Inland Gas Specialties. 


es & 4 oe) i ea : © 
GAS SPECIALTIES 


INLAND MANUFACTURING COMPANY 
(Dept. 2.) 1120 North Cicero Ave., Chicago, Illinois 


JRASER, 
TUCK-A-WAY 


OT AiR 


OLD AIR 


An entirely new idea in 
Furnace Construction 


Made in 4 sizes 
Manufactured by 


Fraser Furnace Company 
Stockton, Calif. 


Distributed by 


H. R. Basford Company 


San Francisco Los Angeles 


DIAPHRAGM 


Room Thermostat 


SPENCER 


These two advanced Klixon devices PILOT 
give exact automatic temperature 
control and assure positive pilot pro- 
tection for your gas-fired space leat- 
ers . . . provide sales features that 
make it easy to sell gas heating. 


Write today for descriptive bulletins. — 


THERMOSTAT COMPANY 


Unit of Metals & Controls Corporation 
34 FOREST STREET @® ATTLEBORO, MASSACHUSETTS 


BUILD YOUR HOUSEHEATING LOAD 


WITH K LIxXO N CONTROLS 


Safety valve 


PEERLESS GAS HOT PLATES AND LAUNDRIES 
Like Peerless Gas Heaters 


Have a national reputation for long and satisfactory servic.—Complete line including 
one, two and three burner—High and low leg. 


Write for Literature 


PEERLESS MANUFACTURING CORP. 


LOUISVILLE, KENTUCKY 
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Bargain Gas Rates 
(Continued from Page 19) 


Now, to get from the present standard rate 
to the new low cost rate, we charge 8c per 
hundred cubic feet for each hundred cubic 
feet used over and above that used during 
the base month—until the low cost rate is 
reached. , 


Under the plan, then, the customer re- 
mains on the old standard rate unless his use 
of service is greater than it was during the 
base month which in our case, is the corre- 
sponding month of the year ended June 30, 
1935. We chose this base period because it 
coincided with the base year of our electric 
plan and thus results in less cost of admin- 
istration and less confusion in billing. When- 
ever the customer’s use of service is greater 
than it was during the base month, such ad- 
ditional use is billed at 8c per hundred cubic 
feet—the only limitation being that the total 
bill for service shall be not less than if the 
entire consumption were billed on the objec- 
tive rate. 

Automatically, any customer getting a bill 
for an amount equal to the charge for 10,000 
cu. ft. on the low cost rate is billed on that 
rate subject to that bill as a minimum. In 
addition to this, any customer who uses gas 
for self-action water heating (or house heat- 
ing) is billed on this low cost rate. In this 
latter respect, our gas plan has advantages 
that the electric does not have. By install- 
ing a self-action water heater, the customer 
immediately qualifies under the low cost rate. 
In another respect, the gas rates have an ad- 
vantage over the electric rates. Whereas un- 
der the electric plan a customer is able to buy 
a limited amount of 2c energy instead of pay- 
ing 2% or 3 cents for it, the margin is much 
greater under the gas plan where an 80-cent 
rate replaces one on the order of $1.40 per 
thousand and the limit of additional use at 
the bargain rate is greater. 


Of course, there are objections to the plan. 
The greatest, perhaps, is that due to the ele- 
ment of discrimination. Under the plan, it 
is possible for a small user of service to build 
up his use, under low rates, and temporarily 
be paying substantially less, for a like amount 
of service, than some other customer who 
was a good user at the time the plan was 
adopted. The only answer to this is that 
the good user of service has not been dam- 
aged, since his charges for service have not 
been increased. Also, his only hope of ulti- 
mately decreased rates is that the company’s 
sales may be increased sufficiently to justify 
direct rate reductions to all customers. Fur- 
ther, it is a fact that the small user can or 
will increase his use only under rates lower 
than standard. Therefore, under the plan, 
no one is harmed and all have an opportu- 
nity to benefit in the end. While there is 
discrimination it is only temporary and is, as 
some commissions have said, not unjust dis- 
crimination. ‘The very objection to the plan 
is its virtue, because it does offer to any 
customer—even the smaller ones—an oppor- 
tunity to use additional service at a reduced 
rate. 


No doubt the plan, as outlined, will sug- 
gest the possibilities under it and the extent 
to which we hope to go in not only retaining 
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our existing business, but also in acquiring 
new business. In some ways, the plan is 
more desirable than an out-and-out rate re- 
duction under which a promotional type rate 
is adopted. If a rate reduction were such 
that a small user of service could buy addi- 
tional service at a nominally low rate, the 
revenue loss would be so great that the com- 
pany could not stand it. A direct rate re- 
duction of such size as to not injure the 
company’s financial position would have no 
promotional value because the rate could not 
break quickly enough down to the promo- 
tional level. But under the low cost plan, 
the company retains its revenue from pres- 
ent business, and any customer above the 
convenience-user class can get additional 
service at a reasonably low rate. True, we 
might not be able to satisfy the very good 
user unless he has a self-action water heater, 
but since most of them do have such heaters, 
that problem is solved well, even if not com- 
pletely. 

In one community where we compete with 
municipal electric service, it is particularly 
gratifying to find that in the first month of 
operation under the bargain rate plan 50 per 
cent of the customers were able to make use 
of the benefits offered. Of this 50 per cent 
approximately one-half had their entire use 
of service billed on the low cost rate by vir- 
tue of either qualifying under the optional 
feature of it whereby the rate applies to cus- 
tomers having self-action heaters or by rea- 
son of having increased consumption suffi- 
ciently to have attained the low cost rate. 
The other half of the 50 per cent were able 
to get approximately 15 per cent of their 
service billed on the cross-over rate of 8 
cents per hundred cubic feet. In this same 
locality there was a marked increase in the 
sale of both storage and tank water heaters 
and controls on the latter as compared to 
the corresponding months of the year 1934. 


The rate is now available, but will ac- 
complish nothing unless accompanied by in- 
tensive sales effort and a program of educa- 
tion tending towards the retention of the 
cooking and water heating load in the home. 
To accomplish this, our advertising program 
is arranged to tie in the element of low rates 
with the economies that can be obtained by 
home cooking and the comforts that come 
from the availability of hot water. “Your 
Gas Rates Are Bargain Rates” features all 
newspaper advertising. The body of each 
advertisement gives recipes for home baking 
and enlarges upon the fact that it costs so 
little to bake the article mentioned. 


Our sales people are continually promoting 
the use of additional equipment, being able 
to say honestly that the cost of operation is 
so much less than we have been able to 
offer before. 


Floyd W. King Passes Away 


Floyd W. King, chairman of the board of 
directors and general counsel of the Virginia 
Public Service Co., died on January 23. Mr. 
King was elected vice-president and gen- 
eral counsel of the company when it was cre- 
ated as the result of a merger of several 
companies in 1926. In 1929 he was elected 
executive vice-president, locating in Alexan- 
dria, the general headquarters of the com- 
pany, and in 1933 became chairman of the 
board. 
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BLAW-KNOH GAS CLEANERS ct 


gor 


THAT RISING LOAD CURVE 


NO DUST STORMS CAN GET THROUGH TO THE COMPRESSORS 


Blaw-Knox Gas Cleaners assure continuous com- 
pressor operation as the dust, sand, rust and scale 
entrained in the gas are entirely removed before 
the gas reaches the compression units. 

These gas cleaners are made in standard sizes 
to suit most conditions and are specially designed 
for unusual operation. Write, giving maximum vol- 


ume and maximum and minimum pressures and 


we will send you a preliminary estimate of cost. 
A small investment in Blaw-Knox Gas Clean- 


ers protects expensive equipment. 


BLAW-KNOX COMPANY 


2033 FARMERS BANK BUILDING PITTSBURGH, PENNSYLUANIA 


AIR CONDITIONING 


< 4 f 


HEATING EQUIPMENT ™ 


FURNACES BLOWERS FILTERS WASHERS 
Write for attractive Dealer proposition 


ELECTROGAS FURNACE & MANUFACTURING CO. 
2575 Bayshore Boulevard, San Francisco 


F 
i 


-> GENERAL 
CERAMICS COMPANY. 
4! - REFRACTORIES - | 


For Conversion Burners, 
Circulating Heaters, etc. 
Because they are uniformly accurate, strong, and dependable in every way, General 
Ceramics Refractories are used by most of the leading manufacturers of gas heating 
appliances. ©@ Our engineers will gladly cooperate with you. 


General Ceramics. Company, 30 Rockefeller Plaza, New York 
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The Goodman Stopper 


The Reliable Shut-off for Street Mains 


Equipped with Improved Patented. Locking 
Sleeve, which locks both handles to the pipe. 
Stopper cannot slip. Gas cannot pass. 


Safety Gas Main Stopper Co. 
523 Atlantic Avenue, Brooklyn, N. Y. 
Pac. Coast Rep.: C. B. Babcock Co. 


135 Bluxome Street 
San Francisco, California 


© 


C/isen since 
1897 | 


UMBUSTION 
EQUIPMENT 


For every firing and controlling requirement including a full 
| line of the finest conversion burners ranging in price from 
| 7.90 to 150.00. 


| NEMEC COMBUSTION ENGINEERS, WHITTIER, CALIF. 
San Francisco, 780 Bryant St. Phoenix, 530 W. Adams 
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tTime-Testfe 


MUELLER CO., Los Angeles, Calif. 


Factories: Decatur, Ill.; Chattanooga, Tenn.; Los Angeles, Calif.; Sarnia, Ont 


Branches New York and San Francisco 
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Kansas City Gas Co. Cooperates 
With Building Firm 


ANSAS CITY (Mo.) Gas Co. is co- 

operating with the J. C. Nichols Co., 
Kansas City building firm, in furnishing gas 
equipment for all-gas homes which were 
constructed recently and opened for inspec- 
tion by the building company. ‘The homes 
are equipped with automatic gas range, auto- 
matic water heater and automatic heating. 

The furnace and water heater are pur- 
chased by the building company for each 
home and the range is supplied by the Kan- 
sas City Gas Co. When the home is sold, 
the gas company endeavors to sell the range 
to the new owner. During the inspection 
period the homes are heated with the gas 
furnace. 

In a Sunday newspaper during January 
the Kansas City Gas Co. ran a full page ad- 
vertisement which carried photographs and 
descriptions of four Nichols homes and in- 
vited the public to visit them. The advan- 
tages of the all-gas home were pointed out 
in the advertisement, and the facts stressed 
that 116,447 Kansas City homes use gas for 
cooking and 65,272 for water heating. Kan- 
sas City Gas Co. plans to run similar adver- 
tisements on the homes in the future, empha- 
sizing the modernity of gas as the fuel for 
all domestic purposes. 


Advertising Bonus Boosts Heater 
Sales in San Diego 


DVERTISING allowances offered deal- 

ers on sale of space heaters resulted in 
stimulating considerable new load from these 
appliances for San Diego Consolidated Gas 
and Electric Co. in a campaign conducted 
last fall. The offer was open to all members 
of the Gas Appliance Society of San Diego 
County. 

On each unvented heater sale 50 cents was 
allowed, and 75 cents on each sale of a 
vented heater, to go toward space heater 
advertising. Each dealer received a supply 
of “OK Approval Tags” from the company, 
which were filled out with name of buyer 
and other information, and returned to the 
company, together with proof of publication 
of advertising. This program brought a 
number of dealers into advertising gas heat 
for the first time and considerably increased 
the volume of fall advertising. It also re- 
sulted in reducing the amount of advertising 
done on oil heaters. 

Approximately 1,700 heaters were sold dur- 
ing the fall campaign, and the company paid 
out about $1,000 on the advertising bonus 
offer. 


Consumers Power Co. Extending 
Natural Gas Service Area 


Consumers Power Co. has been granted a 
certificate of convenience and necessity to 
supply natural gas to Alma, St. Louis, Ithaca 
and Breckenridge in Michigan, which towns 
it now supplies with manufactured gas. 

The Public Utility Commission of Michi- 
gan has taken under consideration a request 
of the Consumers Power Co. for permission 
to tap the line, which it is constructing from 
the gas fields in Montcalm and Mecosta 
counties to Lansing, with a line to serve St. 
Johns, Owosso, Shepherdsville, Vernon, Co- 
runna and Durand. 
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Chnothe Advancement 


IN THE GAS INDUSTRY 


BY FISHER 


Inches of Water Column Direct Reading Test Gauge 


Fisher Governor Company scores again by introducing the first 
practical and absolutely dependable low pressure test gauge. Designed 
and developed especially for the gas industry. Direct reading, double 
calibration, O to 35 inches of watercolumn and 0 to 20 ounces. Black 
markings on silver dial permits easy and accurate reading. 


Figure No. 50 Gauge is avail- 
ab 


(above) or 14" bottom con- Sturdy .. . Accurate . .. Low Cost 


nection as shown below. 


The bronze diaphragm and non-friction movement mechanism is of the unit or independ- 
ent type, that is, independent of the case in which it is mounted. This gauge is more sturdy 
than a Bourdon tube type and will retain its calibration within close limits. Available 
as a regular test gauge 244” diameter black steel case, nickle ring, convex non-break- 
able dial and 14” bottom connection, or the same gauge mounted in cast aluminum 
carrying case complete with flexible connection hose. Stop the costly use of water 
columns or manometers. Speed up your testing operators. Give them the finest and 
latest equipment. Equipment that will pay for itself in a short time. You'll be surpris- 
ed at the low initial cost. Write for bulletin No. 8. 


Fisher Governor Compan 
201 SOUTH FIRST AVENUE ompean 


MARSHALLTOWN, IOWA 


PICK A LEADER 


WIN ANY CONTEST WITH 


FIOI7ONE GAS WATER HEATERS 


E-Z TROL 


ENABLES CUSTOMER TO 
CONTROL HIS GAS BILL 
FOR HOT WATER 

h LOW: For moderate hot water 
} demand. 


HIGHLY EFFICIENT 


MINIMUM SERVICE 
REQUIRED 


LUMINOUS FLAME BURNER 


100%, SAFETY GAS 
SHUT-OFF 


SILENT IN OPERATION 


, MED: For normal hot water de- 
mand. 


HIGH: For exceptional hot wa- 
ter demand. 


WRITE 
FOR Hotzone 
CATALOG 
; COMPANY 


Gloucester, N. J. 
BRANCHES IN CHICAGO AND SAN FRANCISCO 


Since 1887, Pioneers in the Manufacture of Gas Burning Appliances. 
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CONNELLY 
REGULATORS 


for 


APPLIANCES 


Regulators for 

Pilots, Refrigerators, 

Ranges and All 
Appliances. 


The Connelly Jr. 
(upper left) is made 
in Y%” Size only— 
Compact, simple and 
sensitive for small 
capacities. 


Connelly Type DCS— 
Spring Loaded; and 
Type Cw 
Loaded—aere e- 
signed for long serv- 
ice with a minimum 
of maintenance. They are rugged, simple and 
direct acting; occupy small space and give ac- 
curate control. 


+ + + 


CALOROPTIC BTU INDICATOR 
BACK PRESSURE VALVES 
U-GAUGES—H2S TESTERS 


+ + + 


Connelly Iron Sponge & Governor Company 


Chicago, Ill. 3154 South California Ave. 
Elizabeth, N. J. 200 South Second Ave. 
N. E. Agent—Theo H. Piser, Waban, Mass. 


WESTERN GAS 


Enlarged Gas Exhibit at San Diego Exposition 


MUCH enlarged gas industry exhibit 
A is already open for early-comers to the 
new California Pacific International Exposi- 
tion, which reopened at San Diego last month 
and will extend until September 9. 

Ralph Phillips, engineer of gas sales for 
the San Diego Consolidated Gas and Electric 
Co., has been in active charge of arrange- 
ments for the gas section, which now occu- 
pies about one-third of the Better Housing 
Building. 

Featured at the exhibit this year is a little 
theatre at which a gas industry sound film 
will be shown. Clifford Hansen of the San 
Diego company designed the theatre, which 
was erected under Mr. Phillip’s supervision. 

The industry film, entitled “20 Million 
Years,’ was prepared cooperatively by gas 
companies of Southern California and takes 
natural gas from its origin through its many 
forms of service to home and industry. There 
will be hourly showings of this film, supple- 
mented with travel pictures and other short 
subject films of entertainment nature. 

The theatre was finished and gave its first 
showing on the evening of February 21. It 
seats 90 people, and has an usher and oper- 
ator in constant attendance. 

San Diego Consolidated Gas and Electric 
Co. and Southern Counties Gas Co. are occu- 
pying the same space with their joint ex- 
hibit which they filled last year, featuring 
modern gas appliances and a model kitchen. 
One side of the exhibit is given over to arf 


A.G.A. Testing Laboratory display. 

In addition to the general exhibit of the 
gas companies, and the little theatre, four 
other main exhibits occupy the central block 
of the gas display, which in all covers nearly 
5,000 feet of floor space. Payne Furnace and 
Supply Co. sponsors one of these, exhibiting 
several models of basement furnaces, F.A.U. 
units, and console heaters. Day and Night 
Water Heater Co. also has a section of this 
exhibit space. Another main unit is that of 
Electrolux, where all sizes of modern gas re- 
frigerators are seen in attractive settings. 
National Heating and Engineering Co. has 
another space, exhibiting the Marvelaire line 
of heating and air conditioning equipment. 
A fourth major space is occupied by the Pa- 
cific Gas Radiator Co. in which are shown 
numerous models of the company’s varied 
line of heating equipment. 

Across the aisle from the gas company sec- 
tion of the display is a large space shared by 
six gas range manufacturers, American Stove 
Co., James Graham Manufacturing Co., Gaf- 
fers & Sattler, O’Keefe & Merritt Co., Geo. 
D. Roper Corp., and Tappan Stove Co. The 
stove exhibit is ngw being completed, occu- 
pying another 1,000 feet of floor space. 

Gas exhibits at the new exposition cover 
about four times the space they filled last 
year. Two full-time attendants will be in 
charge, one at the gas company display and 
one at the range section, in addition to those 
handling the little theatre. 


PACIFIC 


Gas Heating 
Appliances 


Circulator Heaters 
Radiant Wall Heaters 
Gas Steam Radiators 
Floor Furnaces 

Gravity Furnaces 
Blower Furnaces 

Unit Heaters 

Forced Air Units 
Water Heaters 


Write for Catalog No. WG-3 


PACIFIC GAS 


RADIATOR CO. 
Huntington Park, Calif., U.S.A. 


Home Building Promotion Activity 


by Northern Illinois Company 


Under the theme “1936 Is the Time to 
Build,” the Public Service Co. of Northern 
Illinois has launched an advertising cam- 
paign designed to boost home construction 
in the communities which it serves. 

A building service has been established in 
connection with the campaign to provide 
suitable facts about construction to those 
contemplating the erection of homes. 

Newspapers, bill boards, window displays, 
talks before civic organizations, and radio 
programs are being brought into service in 
the campaign, according to J. R. Pershall, 
advertising manager of the company. 


MacLeod Gets London, Ont., 
Appointment 


John G. MacLeod, formerly with the 
United Gas and Fuel Co. of Hamilton, Ltd., 
Hamilton, Ontario, has been appointed office 
manager of the City Gas Co. of London, 
Ontario, an afhliated organization. Mr. 
MacLeod has been connected with the 
United Gas and Fuel Co. since 1929. 


Utilities Power & Light Co. 
Executives Re-elected 


Harley L. Clarke was re-elected president 
of the Utilities Power & Light Co. at a meet- 
ing of the board of directors of the company 
held on February 5. Other officers re-elected 
were J. N. Canavan, vice-president in charge 
of engineering; H. T. Pritchard, vice-pres- 
ident in charge of operation; W. A. Horner, 
vice-president and secretary; Ben E. Tate, 


vice-president; Neill Richards and Ira E. 
Guthrie, assistant treasurers. D. M. Work- 
man is gas engineer of the company, and A. 
H. Davis purchasing agent. 


Kelvinator Corp. Enters Gas Range 


Field with Six Models 


HE Kelvinator Corp., Detroit, Mich., 

has entered the gas range manufactur- 
ing field with the presentation of six models 
of gas ranges. Among the features of Kel- 
vinator’s new line are multiple-wall oven 
construction, removable oven bottom, Robert- 
shaw heat regulator, independent oven safe- 
ty gas cock, four cooking top burners in heat- 
concentrating wells, spring-hinged top cover 
and recipe card file. Accessories such as 
automatic oven time control are available if 
desired with three of the models. 

The six models cover a wide range of 
sizes and price classifications. One of the 
larger models has a lever at the side for 
moving oven racks in and out; another has a 
griddle and two of the cooking top burners 
are of the double-duty type, with simmering 
bars that operate from the regular burner 
cock; this latter model also has a_ utensil 
compartment with a plate-warming burner. 


Hardgrave and Lynn Get Promotions 


Promotion of G. H. Hardgrave and J. M. 
Lynn to sales supervisor and to chief clerk 
of the sales department of the Dallas 
(Texas) Gas Co., respectively, was an- 
nounced recently by C. K. Patton, new busi- 
ness manager. Mr. Hardgrave was formerly 
on a special house heating assignment and 
Mr. Lynn was sales supervisor. 
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MODERN METHODS 
AND MATERIALS 


A letter to WESTERN GAS will bring 

you any of the selected reference bulle- 

tins listed below, without cost. Indicate 
by number which you desire. 


NO. 109-——-GAS BURNERS 

Folder illustrated with photographs of a 
complete line of gas burners. Covers line of 
specialty torches operating on any type of 
gas, and auxiliary equipment and tanks for 
use with liquefied gases. 


NO. 110—GAS COOLERS 

Brochure describing steam-jet refrigera- 
tion equipment for condensing out objection- 
able vapors from gas. 


NO. I 1I—AUTOMATIC CONTROLS 

Twenty-four-page catalogue listing a line 
of automatic controls for gas heating, air 
conditioning, refrigeration and industrial ap- 
plications. Contains photographs of units 
and gives their adjustment and capacity 
ranges. 


NO. 112—HEAT TREATING OVENS 

Illustrated bulletin on gas-fired convection 
ovens for industrial processes. Contains ta- 
bles for sizing and specifications under two 
temperature ranges. 


NO. 113—ELECTRIC WELDING 

Pamphlet listing electric welding equip- 
ment, containing tables and specifications for 
electrodes, welding machines, auxiliary equip- 
ment and electric welding operations. 


NO. 114—AIR CONDITIONING 

Three-color booklet covering a line of year 
‘round, automatic, domestic air conditioning 
equipment. 


NO. 115—STORAGE TANKS 

Twenty-four-page bulletin on steel tanks 
for oil and gas storage and tank accessories. 
Covers tank design, general specifications for 
storage tanks, riveted joint efficiency tables, 
circumferences, area and volume tables, ca- 
pacity charts, conversion factor tables, grav- 
ity tables, vapor pressure chart and a list 
of miscellaneous formulae for tank calcula- 
tions. 


NO. 116—COMPRESSORS 

Bulletin on heavy duty compressors with 
cut-away illustrations showing construction 
and operation of component parts; also pho- 
tographs of complete assemblies. Describes 
indicating type regulators and auxiliary de- 
vices. 


NO. 117—TESTING APPARATUS 

Eighty-page catalogue on apparatus for 
testing petroleum products and bituminous 
materials. Also general utility apparatus 
for testing burners, heaters, etc. Contains 
detailed specifications and references to gov- 
erning standards, A. S.T.M. reference in- 
dex, etc. 
NO. 118—COMBUSTION CONTROL 

Air-operated combustion control system for 
automatically regulating steam pressure, com- 
bustion efficiency and furnace draft, de- 
scribed in a 31-page bulletin illustrated with 
photographs and drawings. 
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.... the solution to 
your fireplace heater 
load problem... . 


GLO-FIRE 


Odorless Gas Logs 


Odorless 


because GLO-FIRE gas logs embody a revo- 
lutionary principle in gas heater design. They 
open up the vast, untouched fireplace heater 
market that has heretofore been closed to 
gas, because never before has there been oe 
proven odorless gas log. 


Natural Appearance 


of oak logs is so closely simulated that only 
by touch can the difference be detected. 
The trend of modern architecture is back to 
the open hearth. GLO-FIRE logs’ natural 
appearance induces lighting for the effect as 
well as for warmth—prolonging your seasonal 
heating load. 


Unparalleled Efficiency 


is attained througn the radical departure in 
gas heater design, illustrated in the cut-away 
drawing at the left. Combustion takes place 
in two stages, the first inside the lower log, 
heating the interior ceramic walls and baffles 
to incandescence while drawing in a stream 
of preheated secondary air; the second 
stage of combustion takes place as this mix- 
ture of otherwise wasted by-products of com- 
bustion and preheated secondary air im- 
pinges on the glowing, incandescent surfaces 
of the loas, utilizing to the last particle every 
B.+.u. of input, thus assuring perfect, odorless 


operation. 


The GLO-FIRE Odorless Gas Log is a circulating 
unvented gas heater, available in two sizes—24- 
inch logs with rated input of 28,000 B.t.u., and 
20-inch logs with rated input of 17,500 B.t.a. 


Exclusive Distributors 


COLONIAL SHOPS 


Distinctive Fireplace Fixtures 


Phone FEderal 8852 


Los Angeles, Calif. 


MODERNIZE 


YOUR POWER PLANT 


Modernizing present power equipment with the 
ENSIGN COMBINATION Gas and Gasoline CAR- 
BURETOR will pay dividends in higher effici- 
encies, improved performance, and important earn- 
ings in fuel and over-all power costs. This per- 
fected device combines the scientifically engineered 
carburetion of both gas and gasoline fuels in one 
compact unit that is adapted to all types of 
multiple cylinder stationary, tractor, and farm 
equipment motors. Change from gas to gasoline 
fuel can be made while engine is operating. Ex- 
tremely simple, and once properly installed re- 
quires practically no further attention. Easy start- 
ing; efficient; economical: dependable. Backed 
by fifteen years of successful operation on engines 
of many types Write for bulletin and name of 
nearest dealer. 


Ensign Carburetor Company, Ltd. 


7010 S. Alameda St. P. 0. Box 606 
Huntington Park, California 


ENSIGN 


Combination 
Gas and Gasoline 


CARBURETOR 


Ensign Carburetor Co., Ltd.. 


450 E. Ohio St., Chicago, Il. 


Mid-Continent Distribution and Service Facilities Main- 
tained By: A. W. Schuller, Inc., 114-116 E. 9th St, 
Tulsa, Okla... The Binkley Co., Oklahoma City, Okla.; 
Portable Rig Co., Houston, Dallas and Longview, Texas. 
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The NO-OX-ID Master Coat adds years 
to the life of gas lines, reduces future 
maintenance costs and does credit to 
the names of the engineers who choose 
it. Investigate the NO-OX-ID Master 
Coat. 
every type of soil and climatic condition. 


It is in use in all sections under 


Data and recommendations furnished 
gladly. 
DEARBORN CHEMICAL COMPANY 


Los Angeles: 807 Mateo Street, Phone TRinity 3385 
San Francisco: 421 Bryant St., Phone SUtter 8688 


buy this gas range because it has 
Robertshaw oven-heat-control!” That, 
in effect, is what this lively little figure 
shouts when you hang him on your 
Robertshaw-equipped gas ranges. He 
ties right up with Robertshaw national 
advertising—running now. 

He’ll help you sell. He’s a price tag, 
too. Write for a quantity. 

ROBERTSHAW 


THERMOSTAT COMPANY 
YOUNGWOOD, PA. 


WESTERN GAS 


New Model High-Speed, High-Pressure Pipe Straightener 


HE New Deal Specialty Co., Okmulgee, 

Okla., has put into production its new 
Duo-Hydraulic Pipe Straightener, Model D 
“Ben-Franklin Special,” illustrated below, 
which is equipped with both high speed and 
high pressure Triplex pumps of the com- 
pany’s own manufacture. 

The Model D pipe straightener unit meas- 
ures 12 feet long, 7% feet high and 3 feet 
wide. Regular models are mounted on a 
steel sled for convenient moving and the 
base is heavy 12-inch channel, spaced so that 
steel slides on the carrying wheels can be 
moved to any position. The carrying wheels 
are designed to fit the pipe and three steel 
shoes are provided for different sizes of pipe 


to prevent kinking. 

Steel castings are used for strength and 
the hydraulic cylinder is made of heavy 
seamless tube, bored and ground to a smooth 
finish. Ample oil storage is provided and all ° 
parts are readily accessible for adjustment 
and replacement. 

The “Ben-Franklin Special,” which is the 
company’s fastest model, handles either light 
or heavy weight pipe, and can normally take 
36-pound seamless pipe up to 854 inches out- 
side diameter, and a special attachment is 
available for 10-inch pipe. The unit is pow- 
ered with two Triplex pumps, one for high 
speed and the other for high pressure and 
has a 24-inch ram stroke. 


Oklahoma Natural Appliance Sales 
Total 37,988 in 1935 


ie the territory served by Oklahoma Na- 
tural Gas Co., which headquarters at 
Tulsa, a total of 37,988 gas appliances were 
sold during the 12 months of 1935, repre- 
senting $2,241,701 in retail sales value in a 
field of 124,904 residential and commercial 
accounts, and $18.07 per consumer. These 
figures for 1934 were respectively 26,884, 
$1,524,646 and $12.61. 

The total number of appliances sold in 
1935 includes 395 gas furnaces and boilers, 
330 conversion burners, 13,697 open space 
heaters, 2,013 floor furnaces, 2,149 circulat- 
ing heaters, 11,238 gas ranges, 2,891 auto- 
matic water heaters, 2,204 manual water 
heaters and 1,911 Electrolux refrigerators. 

Total gas sales for 1935 showed an in- 
crease of 6.7 per cent over the year previous. 
Average gas sales per domestic customer 
were 93.8 M c.f., a gain of 5.5 M c.f. over 
1934. 


Peerless Representative Visits Coast 


R. W. Springer, sales representative for 
the Peerless Manufacturing Corp., Louisville, 
Ky., made a tour of the Pacific Coast during 
February. Mr. Springer covered Arizona, 
California, Oregon and Washington. 


Safe Driving Record Men of 
Ohio Companies Rewarded 


Sixty-seven drivers of the Toledo branch 
of the Northwestern Ohio Natural Gas Co. 
and the Ohio Fuel Gas Co., who have driven 
an aggregate of 176 years without an acci- 
dent, received high praise and safety awards 
last month as an activity of the campaign 
for safe driving inaugurated by the com- 
panies four years ago. 

Twenty-six drivers had perfect four-year 
records; five had driven three years with no 
accidents; 21 men had two-year records 
without a bad mark; 15 had perfect one-year 
scores. Certificates showing the length of 
term of safe driving were presented to each 
driver. In addition, each four-year man was 
presented with a clock and three-year drivers 
received driving goggles with special lenses 
and frames. 


Barber Burner Distributors in So. Calif. 


Harry E. Kerr, president of the Barber 
Gas Burner Co., of Cleveland, Ohio, while 
on the west coast last month appointed Tal- 
bot & Clark of 912 East Third St., Los An- 
geles, as Southern California distributor for 
his company. Mr. Kerr is making a four- 
month trip covering the South, Mid-Conti- 
nent, Mid-West and Pacific Coast sections 
of the industry, and reports heavy increases 
in his organization’s sales. 
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IREYNOLDS 
GAS REGULATORS 
for every purpose / 


As long as there is a need for gas 
control regulation, just that long will the name, 
REYNOLDS, be symbolic of dependable, accurate, 
gas control. | 

REYNOLDs Gas Regulator Company’s more than 
forty years of leadership is proved by the hundreds 
of thousands of Reynolds Regulators that still give 


satisfactory performance after years of service. 


REYNOLDS New High Pressure Line Regulator, with- 
out auxiliary bowl, features a wider range of delivery 
pressure control, (21 lbs. to 100 Ibs. ). In addition, Reyn- 
olds build High Pressure Line Regulators with auxiliary 
bowl! where complete lock upis required. Write for details. 


Reynolds Branch Offices: 
421 Dwight Building 


Represeniatives : 


> . } Eastern Appliance Co., 
Kansas City, Missouri Boston, Massachusetts 


2nd Unit, Santa Fe Building F. E. Newberry 
Dallas, Texas Avon, New Jersey 


REYNOLDS 


GAS REGULATOR COMPANY 
Anderson, Indiana, U.S.A. 


GAS ee GATROL SIN GE 189e 


THE BRISTOL 


Branch Offices: Rialto Bldg., San Francisco . . 747 Warehouse Street, 
Los Angeles .. 


BRISTOLS 
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Meters flow 


precisely 


in severe field service 


Employing the widely accepted orifice and 
mercury manometer system of flow meas- 
urement, this new Bristol’s meets the 
needs of industry for a rugged, accurate 
and reasonably-priced mechanical flow 
meter. Even under severe field conditions 
it can be counted on to give precision 
measurement. 


Meter body is of forged steel, with stainless 
steel parts inside mercury chambers. Con- 
nections are welded or mechanical. The 
stuffing box is of hardened stainless steel. 
Grease-packed, it is absolutely leak-tight. 


Check valves, operating by gravity, prevent 
the loss of mercury. A bushing, inserted 
in the line between the two chambers, 
dampens the effects of pulsations. Meters 
for working pressures of 1,000 lbs. are 
tested at 2,000 lbs. Special 
bodies tested at 5,000 Ibs. 
are available for working 
pressures up to 3,000 lbs. 
Write for descriptive Bul- 
letin 425. 
J 
Illustration above shows 
Bristol’s Flow Meter, 
Model I1140M. 


COMPANY 


Branch Factory: 311 Minna Street, San Francisco 


TRADE MARK REG. VU. S. PAT. OFF. 


PIONEERS IN PROCESS CONTROL SINCE 1889 
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Daniel Junior Type Ori- 
fice Fitting (Above) 
(Patented) 
Daniel Senior Type Ori- 
fice Fitting (Right) 
(Patented) 


DANIEL 
ORIFICE FITTINGS 
Meet All New 
A.G.A. Requirements 


The Industry’s endorsement of DANIEL 
Orifice Fittings is based upon tested 
and proved performance under the most 
severe conditions. Repeat orders, in 
growing numbers, from satisfied DANIEL 
users are convincing proof of the fact 
that it pays to standardize on DANIEL 
Orifice Fittings. Write for prices, speci- 
fications and technical data. 


DANIEL ORIFICE FITTING COMPANY 
2719 Elm St. Phone CA 9228 Los Angeles, Calif. 


NA, HEATER CO. 
B) 1800 W. WASHINGTON 
LOS ANGELES, CALIF. 


1936 is the BIG YEAR 


Conservative Babson and Brookmire 
Forecasts predict that 1936 will be a 
year of progress. Higher prices, business 
expansion, new residential building. Your 
opportunity to make more money by sell- 
ing the best floor furnace money can 
buy. Sell WARDS! WARD with its three 
exclusive features . . . Bilt-in Thermo- 
Control . . . Cradle Circulation . . .Auto- 


matic Pilot .. . can give your customers | 


the maximum advantages in ‘controlled 
winter comfort." More than 300,000 
WARDS in use today. When you sell a 
WARD you sell a life-time of depend- 


able service. 


Build your load with 
WARDS 


For further load-building information, 
call, phone, or write... 


.- « SHOULD INCLUDE gas heat- 
ing equipment that will build 
your gas load and create good 


will among your customers. 


The sale of PAYNE products will 
insure the success of your gas 
heating campaign and bring ab- 
solute customer satisfaction. 


PAYNE FURNACE & SUPPLY CU. 


BEVERLY HILLS, CALIFORNIA 


Western Gas 


is compressed by 


COOPER-BESSEMERS 


50 to 1600 horsepower 


THE COOPER-BESSEMER CORPORATION 
640 East 6Ist St. Los Angeles, Calif. 


PLANTS 


Yernon, Ohio — Grove City, Pa 


WESTERN GAS 


The Exploroscope 


(Continued from Page 14) 


made .very much smaller and simpler in de- 
sign than the existing one, increasing the 
efficiency and enlarging the field. This new 
design would use two prisms, instead of one, 
for a complete traverse of the pipe circum- 
ference. By means of different type lenses, 
it would be possible to see farther down the 
pipe with the instrument than with the un- 
aided eye. By the use of longer exposures, 
photographs could be taken of sections far- 
ther down the pipe than can be _ seen 
through the apparatus. By having the lamp 
outside the main, a more powerful light can 
be utilized and its beam concentrated upon 
the object under observation. 

While there is more to be done in the 
development of this instrument, the success 
so far is sufficient encouragement to warrant 
further effort. 


Oklahoma Natural Has Active 
Home Service Department 


S a function of its Home Service Depart- 

ment, the Oklahoma Natural Gas Co., 
headquartering at Tulsa, maintains club- 
rooms and model kitchens in several of its 
district offices. The 1935 annual report pre- 
pared by Mildred R. Clark, home service 
supervisor, reveals that 38,845 guests used 
the club rooms during 1,123 meetings held 
for the year, and 5,109 employees used them 
during 105 meetings. 

Among other activities of the department 
listed in the report were the preparation of 
983 columns on recipe and appliance in- 
formation for publication in 37 weekly news- 
papers; 4,500 home service calls; 45 demon- 
strations conducted on company floors, which 
contacted 6,900 women; 27 demonstrations in 
dealers’ stores which contacted 3,024 women; 
18 special lectures given in the club rooms; 
and 47 cooking schools with a total attend- 
ance of 12,005. 


Silver City Grants Franchise 
For Natural Gas 


Southern New Mexico Natural Gas Co. on 
January 27 was granted a franchise to serve 
natural gas in Silver City, N. M. The 
franchise is subject to acceptance by the 
company within 120 days from the passage 
with the provision that service must be es- 
tablished by January 1, 1937. The com- 
pany is making a survey to determine the 
potential gas load available. 

It is understood that the proposed system 
will be supplied through a pipe line to be 
constructed from a point 8 miles west of 
Deming where it will tap the Western Gas 
Co. carrier. 


East Gets Houston Appointment 


Charles W. East has been appointed dis- 
trict sales manager of Republic Steel Corp. 
at Houston, Texas, according to an announce- 
ment from N. J. Clarke, Republic vice-pres- 
ident in charge of sales. Mr. East was form- 
erly assistant manager of sales in Republic’s 
pipe division. He succeeds Robert E. Lanier, 
who has resigned. 
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Smoke and Odors Eliminated 


By Gas-Fired Incinerator 


AFEWAY Incinerator Co., Los Angeles, 

has placed on the market a recently de- 
veloped gas-fired incinerator which cremates 
all types of kitchen refuse without producing 
smoke or odor. The incinerator is constructed 
of cast iron and is divided into three sec- 
tions, a receptacle for combustible rubbish, 
one for garbage and one for burning smoke 
and odors. 

The rubbish compartment is just above the 
ash collector, and immediately above is the 
grate into which the garbage is placed and 
under which burns a long gas flame that en- 
gulfs the entire grate. The smoke and un- 
burned gases pass into the third chamber 
where another gas flame completes the pro- 
cess, burning the smoke and odors. 

The incinerator is equipped with an auto- 
matic timing device which sets the incinera- 
tor into operation and shuts it off at prede- 
termined intervals, both burners being pro- 
vided with pilots. The appliance has an 
hourly consumption of 150 cu. ft. per hour. 
It is available in a backyard outdoor model 
or can be adapted for installation within the 
structure of the building and provided with 
a garbage chute from the kitchen. 


Cooperative Association Formed to 
Promote Montana-Minnesota Pipe Line 


A Northwest Natural Gas Cooperative 
Association has been formed to promote a 
natural gas transmission line from Montana 
fields to Minneapolis and St. Paul. The line 
would also serve a number of communities 
along its route in the Iron Range. Principal 
talking point of the Association is that utiliz- 
ation of some two billion dollars of low 
grade iron ore would be made possible. 

The Cooperative Association is incorpo- 
rated under Minnesota laws, and will have 
21 directors selected from the territories the 
proposed line would serve. To date the fol- 
lowing directors have been selected: A. M. 
Drake and M. E. Williams, Minneapolis; 
Dr. W. B. Richards, St. Cloud; Frank Tray- 
nor, Van Hook, N.D.; and J. C. Dwyer, 
Wolf Point, Mont. 


Philadelphia Company Sued for Over 
Twelve Million Dollars 


The city of Philadelphia has filed suit 
against the United Gas Improvement Co. and 
a subsidiary, the Philadelphia Gas Works 
Co., to recover $12,741,457, which it is 
alleged was improperly received or disbursed. 
The suit also asks an injunction restraining 
the Philadelphia Gas Works Co. from oper- 
ating the city’s gas plant which it has under 
lease, and the dismissal of the three members 
of the gas commission. Present lease of the 
gas plant expires December 31, 1937. 


Mercoid Corp. Issues New Catalogue 


The Mercoid Corp., Chicago, has issued 
a “General Abridged Catalog Number 100”, 
which lists the company’s line of automatic 
controls for heating, air conditioning, refrig- 
eration and for industrial applications. The 
various pieces of equipment are illustrated 
with photographs accompanied by descrip- 
tions that give capacity and adjustment 
ranges, operating and installing instructions, 
etc. 
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The Wedgewood 


MASTERPIECE 
(Model 1022 BK) 


Has features that provide 


entirely new principles in cooking 


> Sips | Extra work space 
eS is furnished by 
, ae the convenient 
waist-high oven 


ASTOGRIL BROILER 


The cast aluminum rotor-grill 
is preheated to sear on both 
sides at once to seal in flavors 
and juices. 


SPEED-plus-Simmer 
Aluminum Burners per- 
mit semi-waterless 
cooking with regular 
utensils. 


JAMES GRAHAM MFG. CO. 


‘ San Francisco © Newark © # £4LosAngeles © #£Portiand 
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... The MODERN GAS RANGE 


PORCELAIN ENAMEL INSTITUTE, tnc 


NORTH MICHIGAN AVENUE e CHICAGO 


Please send me, absolutely free, a copy ‘of 
your new, easy-reading, profusely illustrated 


sales manual on Porcelain Enamel. 
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Members of the General Committee of the Southwestern Gas Measurement Short Course 


Southwestern Measurement Short Course Dates Set 


ATES for the Southwestern Gas Meas- 


urement Short Course, held annually 


at the University of Oklahoma in Norman, 
are announced as April 21, 22 and 23. The 
course is sponsored by the Oklahoma Gas and 
Electric Utilities Association, the School of 
Natural Gas Engineering of the University 
of Oklahoma and the Corporation Commis- 


sion of the State of Oklahoma, and is open 
to all measurement men and to engineering 
students of the university. 

The general committee for the Short 
Course met at Norman on January 20 to 
formulate the program and a final meeting 
of the committee is scheduled for some time 
this month to complete arrangements. R. D. 


2007-9 W. Commerce 


Eliminate the Lubrication of Rods 
With Accordion Wet Steam Packing 


The Accordion Packing Ring has a laminated construction which enables it to hold 
ANY kind of steam without lubricating the rod. 

Each set of wet steam packing is furnished with special outside rings which pre- 
vent the escape of excessive moisture, thus making it useful on vertical rods to pre- 
vent mulsification of engine crankcase oils. 

The rings are also specially made to withstand acids or alkalies in wet steam 
without softening, and will seal without lubricating the rod. 


Write for Technical Bulletin No. 390 


DALLAS, TEXAS 
Pacific Coast Address: 923 E. Third St., Los Angeles, California 
Eastern Address: 5427 Grand River Avenue, Detroit, Michigan 


P. ©. Box 4186 


WESTERN GAS 


Turner, of Tulsa, is chairman of the gen- 
eral committee and E. E. Stoval, of Dallas, 
is chairman of the program committee. Pub- 
lication of a bulletin covering the proceed- 
ings of the Short Course for 1935 and for 
this year’s sessions has been authorized and 
will be available to those who register 
and additional bulletins may be secured by 
others at a nominal charge. 


Public Interest High in Mystery 
Chef Broadcast 


Public interest in the Mystery Chef radio 
program and particularly in the 109-page 
recipe book entitled “Be an Artist at the 
Gas Range” which is offered free to radio 
listeners, is growing rapidly as the program 
approaches its third month on the air. In 
less than two and a half months of actual 
broadcasting, nearly 500,000 customers of 
participating gas companies had called in 
person for the book at company offices. A 
second printing of 500,000 copies is now on 
the presses. 

Two additional companies have joined the 
network program which extends from Wash- 
ington, D. C., to Portland, Maine, and from 
New York City to Buftalo. ‘These are the 
Greenfield (Mass.) Gas Light Co., and the 
Central Vermont Public Service Corp., Rut- 
land, Vt. ‘Total participants in the present 
broadcasting area number 99. A number of 
companies outside this area are interested 
in taking on electrical transcriptions and it 
is expected that companies at Richmond, Va., 
and at Nashville, Knoxville, Chattanooga, 
and Memphis, Tenn., soon will use trans- 
criptions over their local stations. 


Lone Star Underwriters Hall of 
Religion for Texas Exposition 


At the request of the Religious Participa- 
tion Committee and the Management Com- 
mittee of the Texas Centennial Exposition, 
the Lone Star Gas Co. has agreed to build 
a Hall of Religion as the company’s partici- 
pation in the state’s centennial celebration. 
The building will cost some $50,000 and will 
be located on the grounds of the Texas Cen- 
tennial Central Exposition in Dallas, which 
will open on June 6. 

The Hall of Religion will be a permanent 
structure for religious meetings and will have 
11 separate rooms for the exhibits of the 
various denominations. In addition, it will 
contain a modern kitchen, a patio and re- 
ception and assembly rooms and will be air 
conditioned. Completion of the building is 
expected by May 15. 


New Water Gas Plant 
for Cedar Falls 


The city of Cedar Falls, Iowa, has award- 
ed a contract to the Semet Solvay Engineer- 
ing Corp., of New York, for a new water 
gas plant. The city now serves 550 B. t. u. 
manufactured gas to about 2,300 customers. 

The new equipment will include a gas 
holder, two Semet-Solvay water gas ma- 
chines, blowers, a condenser, tar extractor, 
exhausters, purifiers, tar storage tank, meter, 
and scales. The water gas machines will be 
equipped for backrun operation. 

Work on this contract will be undertaken 
at once, the plant t6 be ready for service in 
the spring. 


_ - 


E make conduits to transport anything that flows by gravity 


or under pressure. We cast them centrifugally from gray iron in a 


metal mold without chill. or vertically against sand. The material—cast iron 


—is universally recognized for native 
high resistance to corrosion and con- 
sequent long life. If super-corrosive 
properties are required, as in certain 
industrial processes, we use alloys. 
Rigid metallurgical control is a daily 
matter of course. Diameters—up to 
64 inches; joints— bell and spigot. 
mechanical, flexible; also plain end 


or threaded pipe: fittings. anv size. 


SUPER-DE LAVAUD CENTRIFUGAL CAST IRON PIPE 


U.S. Threaded Cast Iron Pipe U.S. Mechanical Joint Pipe 
Ni-Resist Cast Iron Pipe U.S. Flexible Joint Pipe U.S. Cast Iron Culverts 
Alloy and Gray Iron Castings U.S. Cast Iron Roof Plates 


Pit Cast Pipe 


— 


pt 


U.S. 


cast iron. 


Cast iron and alloy castiron pipe centrif- 
ugally or pit cast—for water works, gas, 
sewerage and drainage service as well 
as industrial uses involving corrosives. 


U.S. PIPE & FOUNDRY CoO. 
BURLINGTON, NEW JERSEY 
Foundries and Sales Offices throughout the U. S. 
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SPRAGUE METERS 


REDUCE OPERATING COSTS 


